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“PLEASE CHANGE 
MY ADDRESS’’ 


Recent movements of Electric 
Refrigeration News subscribers as 
indicated by requests for changes 
in mailing addresses. 


Baker, D. V., from 175 E. Soy & Columbus, 
Ohio, to 402 W. Jefferson St, Ft. Wayne, Ind. 


Barnitz, R. C., from The re Fey Corp. 
to 541 Roosevelt Ave., York, 


Browne, Herbert W., from jad Washington 
Ave., St Louis, Mo., to the Bienville Hotel, Lee 
Circle, New Orleans, La. 


Crawford, Wilson, gr from 644 Shady Lane 
an E, Mount Lebanon, Pittsburgh, Pa., to 
33 Coleman St., Bridgeport, Conn. 


Cutler, W. M., from c/o General Necessities 
Corp. = 1€50 Atkinson Ave., Detroit, Mich. 


George C., from 261 Ashland Ave., 


Davis, ¢ 
to c/o Hotel St. Francis, 


Buffalo, N. © 
Newark, N. J. 


Guyer, Herbert J., from Iroquois New Rochelle 
Co., 382 Main St., New Rochelle, N. Y., to 488 
Carol Place, Pelham Manor, New York, N. Y. 


Hart, C. O., from 5021 Commonwealth Ave., 
Detroit, Mich., to 728 Copeman Blvd., Flint, 
Mich. 

Hood, F. J., from 71 West Wood St., De- 
catur, Ill., to 4428% Drexel Blvd., c/o Mr. 
Tennant, Chicago, I 


from 217 East I!linois 


Haviland, James B., _Ea 
N. Michigan Ave., 


St., Chicago, Ill., to 225 
Chicago, Il. 

Jones, J. Latta, from 402 Elrae Bldg., 15th 
and Locust Sts., Philadelphia, Pa., to 931 City 
Centre Bldg., 121 N. Broad St., Philade‘phia, 
Pa. 


Mack, Walter E., from 6225 Jonathan, Ford- 
son, Mich., to 240 E. 24th St., Erie, Pa. 

McLaughlin, V. A., from 39 W. 45th St., New 
York City, to c/o Domestic Electric Co. Inc., 
2106 Grand Concourse, Bronx, New York, N. Y. 


Middendorf, George, from 337 South 11th St. 
to 41 North 6th St, Newark, N. J. 

Owen, LeRoy A., from 144 Pa St. 
West 77th St., New York, 

Pocock, M. A., from 2382 Tee Bldg., Min- 
neapolis, Minn., "to Minneapolis Athletic Club, 
Minneapolis, Minn. 

Short, William W., from Peoples Gas_ and 
Electric Co., Oswego, N. Y., to Northern N. Y. 
Utilities, Watertown, N. Y. 


Starr, John E., from 43 E. 
Starr Engineering Co., 90 West St., 
| oe 


to 144 


42nd St. to c/o 
New York, 


from 326% 6th Ave, N., St. 


tradley, H. L., 
poet wr to 2112 Broadway, Oakland, 


Petersburg, Fla., 
Calif. 


Van Duzen, E. W., from Apartment 902, Clif- 
ford Hotel, Detroit, Mich., to c/o Walker Elec- 
tric Refrigeration Co., Port Huron, Mich. 


DIRECTORY CORRECTIONS 


The listings of personnel the following 
companies which appeared in the Jan. 4, 
Catalogue and Directory number, should 
be corrected to read as follows: 


Welsbach Co., Gloucester, N.. J., Sidney 
Mason, pres.; Townsend Stites, vice-pres. ; 
W. Baker, gen. supt.; as Rutledge vice- 
pres.; Paul Thompson, vice-pres.; G. W. Cur- 
ran, sec.; I. W. Morris, treas. and ass’t sec.; 
E. MacMorris, ass’t. sec. ; Maclary, 
ass’t. treas. Refrigeration Division—Howard 
R. Lukens, gen. megr.; . Thompson, gen. 
sales mer. ; illiam R. M. Very, sales prom, 
megr.; J. S. McCay, ——, mgr. B. Ryan, 
Tr., mat. serv. mer. Lombard, comm. 
sales engr; Wayne A. cule sales corr. 
Havens, adv. mgr.; . Wegener, chied engr. ; 
Whitney Kirk, pur. or 


Cooke Seal Ring, 30 North Green St., Chi- 
cago, lll. George J. Cooke, pres. and treas.; 
George J. Cook, Jr., vice-pres ; Robert 
Cooke, sec. 


Northey Manufacturing Co., Park Ave. and 
Blu St., Waterloo, Iowa. Fred L. Northey, 
pres. and treas.; F. E. Northey, vice-pres ; , 
sales 


N. Howe, sec.; Hugh McCartney, gen. 
mer. 

Gueder, Paeschke & Frey Co., St. Paul Ave. 
and 15th St., Milwaukee, Wis. 


Manufacturers of stamped and pressed parts 
of all kinds. 


Chas. A. Paeschke, pres.; F. J. Frey, sec. 
and treas.; Chas. Paeschke, Jr., ass’t. sec.; 
Frank Frey, Jr., ass’t. treas. 

Cold Cash 


“What did Johnson get for inventing that 
new electric refrigerator ?” 
“A cool million.”—Life. 


Broadway Star Admires Decorated Unit 


Miss Ruth Gordon, star of ‘‘Saturday’s Children,’’ the plot of which is laid around 
the hardships of a young married couple. 
them the cost of ice. 


Budget problems appear—among 


REQUESTS FOR 
INFORMATION 


The following inquiries have been 
received by ELEcTRIC REFRIGERATION 
News. Readers who can _ supply 
information on these subjects are 
invited to write at once, referring 
to the Query number. 


Query No. 50—“Can you furnish us 
with the names of concerns manufacturing 
carbon dioxide ice, and information as to 
the type of machinery required for its 
manufacture ?” 


Central Station Companies Show 


increased Earnings 


The Department of C of Commerce reports 
that gross earnings of ninety-five public 
utilities other than telegraph and telephone 
companies totaled $1,927,000,000 in the 
eleven months to Nov. 30, against $1,807,- 
000,000 in the same period last year. Net 
earnings were $699,000,000 against $642,- 
000,000. 

Gross earnings in November were $184,- 
000,000, against $179,000,000 in October 
and $175,000,000 in November, 1926. Net 
earnings were $71,000,000, against $67,000,- 
000 in October and $65,000,000 in November, 
1926. The figures cover gas, electric, 
water and transit companies. 


Subscription Order 


Business News PUBLISHING Co. 
554 MAccaBEEs BLpc. 
Derrorr, MicH. 


Gentlemen: 


Please enter my subscription to ELECTRIC 
REFRIGERATION NEWS, the Business Newspaper of the Electric 


Refrigeration Industry. 
United States: [$1.25 per year 


I am enclosing payment in the form of 


oO P.O. Order 


Name 


0 Two years for $2.00. 
Foreign Countries: [$1.50 per year. 


O Cash O Stamps 


Street Address 


City and State. 


THIS INSTALLATION 
SIGN STAYS UP LONGER 


The problem of getting the installation 
sign up and keeping it there is made easier 
by an idea being used by the Edward N. 
Eberling Co. of New Orleans, distributors 
of Copeland electric refrigeration. © 

Where an apartment house has_ been 
equipped with Copeland units, a special sign 
is prepared, the headline of which reads: 
“Beautiful apartments for rent, equipped 
with Copeland dependable electric refrig- 
eration.” The name of the person or organ- 
ization handling the renting of the apart- 
ments appears next and under this the 
name of the Eberling company. 

It has worked out that this type of sign 
stays up much longer than the regular 
installation sign, since it is of more value 
to the apartment owner than the ordinary 
stock installation sign. 


CITY ORDINANCE REQUIRES 
DEALERS TO KEEP MEATS 
AT LOW TEMPERATURE 


Lakeland, Florida, has recently passed a 


ADVERTISING BUDGETS 
ARE INCREASED IN 
1928, SURVEY SHOWS 


Five hundred and forty-five of Ameri- 
ca’s largest advertisers have been asked 
by Printer’s Ink what they are going to 
invest in advertising in 1928. Answers 
have been received from 32 per cent of 
those addressed, and the following figures 
arrived at: 

53.7% will increase their advertising over 
their 1927 appropriations in 
amounts varying from 1 to 450%. 

39.4% of replies received indicated that 
their appropriations would be the 
same as those in 1927. 

6.9% indicated a decrease from 1927 
figures. 

The advertising appropriation figures 
quoted here are discussed in greater detail 
in “Advertising Appropriations for 1928,” 
which appears in the December 22 issue of 
Printer’s Ink. 


PLYMETL CABINETS 
TO BE ASSEMBLED 
IN AUSTRALIA 


Robert Fenwick Lee, 160 Castlereagh 
Street, Sydney, Australia, has closed an 
agreement with the Haskelite Manufac- 
turing Corp., in Chicago, under which he 
is to have the right to assemble and sell 
Plymetl refrigerator cabinets in Australia. 
Mr. Lee is organizing the Plymetl Refrig- 
erator Company of Australia, and equip- 
ping a plant to produce these cabinets in 
volume. | 

Under the Haskelite Company’s plan, 
the partially fabricated panels will be 
shipped to Australia flat, in order to save 
freight, packing, duty, etc., and assembled 
there with the liner, the insulating mate- 
rial, hardware, etc. Any standard unit 
can be used in these boxes, and it is Mr. 
Lee’s intention to work closely with the 
distributors of all the leading lines of 
electric refrigerators in his territory. 

Mr. Lee’s cable address is Lebob, Syd- 
ney. 


SUPPLEMENTARY LIST OF 
REFRIGERATION PATENTS 


In the January 4 “Catalogue and Direc- 
tory number,” a list of refrigeration pat- 
ents issued from January 1 to December 
15, 1927, was included. Below, is a list 
of patents which have been issued from 
December 15 to 31, 1927: 


Class 20—Wooden Buildings 
wub Class 35—Doors—Door Construction 
1,654,094, Rudo!tph A. Riek....... Dec. 27, 1927 


Class 62—Refrigeration 
Sub Class 95—Refrigerators—Indirectly Cooled 
1,653,237, Charles C. Spreeti...... Dec. 20, 1927 
1,653,238, Charles C. Spreen...... Dec. 20, 1927 
1,653,239, Charles C. Preeti. ..05 Dec. 
1,654,504; yeas Ge Bs... cscs Dec. 27, 1927 


Class 230—Gas Pumps and Fans 

Sub Class 205—Elements—Fulid Seal—For 

Rotary Pumps—Exonansible Chamber Type 
1,653,814, William E. Mild........ Dec. 27, 1927 


New York, with a population just esti- 
mated at 5,970,000, ought to be a good 
place to break in a house-to-house can- 


vasser.—Detroit News. 


city ordinance which asserts “all meat sold 
in the city must be in a cold storage room 
where the temperature is between 33 and 38 
degrees for at least 48 hours” before it is 
offered for sale. The law is calculated to 
popularize Florida meats, and to protect the 
health of the citizens. It was drafted by 
Dr. C. H. Farmer, health officer, and 
J. Hardin Peterson, city attorney.—Refrig- 
eration. 


Frigidaire Installs 197 Units in 
One Detroit Apartment 


The Detroit Frigidaire branch office 
announces the installation of 197 units in 
the new Lee Plaza apartments recently 
completed by Ralph T. Lee, Detroit 
builder. A battery of 16 one horse-power 
compressors operate the complete installa- 
tion, each of the compressors cooling from 
12 to 14 refrigerators. The completion of 
this installation raises the number of 
Frigidaire units installed in apartments 
a by Mr. Lee throughout the city tc 
670. 


BRINE TANKS— “AIR 

WAY” CONDENSERS 

EXPANSION VALVES 
LIQUID FILTERS 


For Electric Refrigeration Write Today 


Fedders Mfg. Co. 
Buffalo, New York 


Factory Representatives: 
F. B. Riley and Associates, 320 Beaubien St., Detroit 


THE CONDENSER 


A CLASSIFIED COLUMN OF 
OPPORTUNITY 


REPLIES to box number advertise- 
ments should. be addressed to Electric 
Refrigeration News, 554 Maccabees’ 
Bldg., Detroit, Mich. 

+l aaa taal RATES—this column 
only: 

POSITIONS WANTED (special rate 
if paid in advance): 50 words or less, 
one insertion, $2.00, additional words 4 
cents each. Three insertions, $5.00. 

POSITIONS AVAILABLE, For Sale, 
Business Opportunities, and all other 
classifications (special rate, if paid in 
advance): 50 words or less, one inser- 
tion, $3.00, three insertions $8.00, ad- 
ditional words, 5 cents each. 

LINE RATE (open account): 650 
cents per line. 


POSITIONS WANTED 


SALES EXECUTIVE 


Sales Executive desires connection. Experi. 
ence consists of field, field supervision and sales 
promotional work with splendid record as to 
performance. Preference is indicated as branch 
manager or sales manager working in Florida 
or Southern territory. Box 61. 


Chief Engineer available, connected with lead- 
‘ng electric refrigeration concerns past eight 
years. Inventor and owner of patents on 
hermostat control and seals. Well acquainted 
with patent situation. Experienced designing 
ngineer. Box No. 52. 


SPECIAL SERVICE 


“Installation, repairs, service, household and 
commercial refrigerating machines, in New York 
City and vicinity only. Prompt and efficient 
service to manufacturers and individuals. Elec- 
tric Refrigerator Service Co., 159 East 60th 
Street, New York City.” 


HOT DIE PRESSED FORGINGS 


Valve bodies, tees, el- 
bows, evaporator head- 
ers— anything in the 
line of brass parts made 
to your specifications. 
Rough forgings only. 
The largest producers of 
refrigerator forgings in 
the country. 


Send your applications direct to 
ROME MFG. COMPANY, Rome N. Y 


Factory Representatives: 
F. B. Riley and Asssciates, 320 Beaubien St., Detroit 


j PETERSON SPRING 


COMPANY 
Spring Makers 


+ 


1662-1664 Beard Avenue 
DETROIT, MICHIGAN 


== NOVOID=; 
CORKBOARD 


Insulation 


For all commercial jobs you 
will find NOVOID Cork- 
board Insulation the most 
satisfactory insulating mate- 
rial for the purpose. It is con- 
venient to use. It comes in 

2” x 36” and 24” x 36” sheets, 
in 1”, 114”, 2”, 3”, and 4” 
thicknesses. Shipped in 
strong fibre containers, each 
containing 72 board feet. 
Samples on request. 


Write for Catalog E 


Cork Import Corporation 
345-349 West 40th Street 
NEW YORK 


Branches in Principal Cities 


FORGED-BRASS VALVES 
for Mechanical Refrigeration 


Quality Shut-off and Cylinder 
_ valvesinany standard designs 


| 


©) Note: If it is inconvenient for you to enclose payment with this order, check this 
square and invoice will be mailed. Do it now, while you have the blank before you. It 
will save the time and trouble of writing a letter and you will be sure to get the next issue. 


or to your specifications. 
pnd MANUFACTURIN 3 

5 LIBERTY AVENUE | 

PerESBU RGH, PENNA. 


Brine Tanks 


We Have a Competent Engineering Staff to Help You 


REFRIGERATION STAMPINGS 


We Specialize in the Design and Manufacture of 


ICE CREAM CABINETS 


We make them complete or furnish parts separately 


Unit Supporting Bases and Perforated Metal Covers 


METAL HOUSEHOLD REFRIGERATORS (Complete) OR CAN FURNIS 
OUTSIDE STEEL PANELS, INSIDE LININGS, LOUVERED NELS. 
LEGS, ETC., SEPARA 


MOTORS METAL MFG. CO. 


Cooling Units 


GS, D PANELS, | 
+ - We Solicit Your Inqsiries and Specifications 


_ DETROIT 
MICHIGAN | 


aa DS Eee LN a ae hie : ; i ay z : rey 1 Sats ry Sp) arn Biss i ale ae ak” " , a - 
=sarmey i c ~Y 5 o .Be y <a eo rh « P r . IE ane re ire tet Sad es * Ee so = i f roe. es Pa Bas be 4 - ee < 
ieee ~me ap 9 egy ee ae pee © ribet AIG Sica < yeti SR: ot fut A Ae apy = Bee a were es eae coer > Ne a ey we kG 5 ores ay 
sail fx He a GD Re Oe he SAB ea Reg hs tis say BPRS chet. Se Se OS gee Sacre Oe tate at Pe sage eng ~- torch ee Ae Me a ST EG in ia iar, epke ”, 
6) Whe tae i ee %3 ny 8 “aby: te sae? * vs ga i, A as. lat i By selina A fm E Ogee. Zi ree v ieee fy ae Me ak a 7 ye ade “ee ee oe oe reg h eS aes, Sai : 

Se Rug 2 Neem Vie aewitee steer Sh se ME aR ee ted a Nar lens eh, 2s eee aes a ee mat) er ee sic’ teith ee Pe ee , c. eet eee td ‘ ie as ee VE sae: Be 
she San ae Teeter CAM ee PBN OS ac | ee nites ea sea a sa ys ss het Yh va Cy eh ee oe ee ee ee: iy thas 
wat: ee aS ae Ree soa eS eA ss > Aim eh ata aie la ) eee | oa OE ee AF ei fs Se fe. aie Pe aerate SS yh = og 7 ee io Se ; ‘oe i 3 - peor a Be aie r 
pliees © «hips ‘Ss : <4 eee : a 25 : b. ¥ d : > : j 3 j E c - | Ee 

os. 4o ‘. > : | 

i ys ; . 
[ss . ’ 
CN: 
| | | ee | 
ine ‘ 
ime ee 
eo 
ae 7 . : age * a \ y ; ; wey wa : - : Po ; 
ie ; . ta, Fae ; es oe ; a 
a fees Bip rae ee hee Se | opting ees Pe s 7 
ae Le ee Pca ee 
> a teed Ee ae ate ¢ ot te 3 Be ee eee: = Wass ae 
eee Oe eee 
Me ee . es oe 
We i he a 
| en eh — t(<‘| a 
ee Beg tie ie % ae =e , 
‘\ ' “ne “ ee oe Z ee vi ; Bi, : j oe 4 ; f i : i wt a 
java ‘Dae | Meee Be ae “3 
we ma Sayre? ge il vy i ie + " ae 
Ni: “ta Re HN a: i i as | i " 
: 2 a ee a ae a + +) ri s Ge & bm - 
or cs ' tt _—- 
ee bit ¥ i —— Sate : A 
ah eek “< hie a, 3 Pe 7 
A Pee fe “a 
Be ee af ray 8 ; cd a Be bee te a ee = rag a a 7 .¥ 
i 4 ie: ee, a ee) (ip 2 ae % = 3. See “se 49 a a a , 
: ie scale Piss 2 san o. a go ee te i ty Sa n 
: ee ee es 1 eo a igs pan. ——_—_[_$_$_$_$_ $_ $_$_>_$_—>—>—_—_—_—_—_—_——————————— 
RB aces Be ei eT ie ae a gee eee ‘ % te al 
™ os se ie We ae 3 ee Se Se oe ee ee ee 
: ae ae A ie, ee ope 11 te oF Ps oeetesee ae 
7 ; eget ome S By ys 5 4 ff Vain or: be ait we <5 in ae 4 ‘ Sz 
: = SE eee aa eae a (EEE 7 ae 4-2 = , rites a ’ : # 
| ~ 2 a i ie sgl h 
- @ te, NS ea gee a ‘e - *. i a se 
ie SAY ok eae , , oa ee re i 
i ; “4 5 ? ‘ oe pee sled ha ee ase ‘ . ' set e\ 
ti Sy Sea ae ae pepe ee z . gi . Vee cae a : t 
‘ ret in pe Dora ne ama : ie: fe aes ee ae 
a ip Ae ie < oe ae Le ee ee o1 
eo io et el Re a Ce ke re 
sg i ee ee a ae a ; 
ial — me miles i 
; Le a Uae al a eh es WL OT oe gate Be OF mek} a ge ae a ; . 
: : ee a 
Oy eget i Seo er ar a tele eae , we S . fe 
ee wenn i ae cing ae ,. te 
— ae eee ee bec a ok 2 
— a eee eee = .'? Se 
; ” - oe beg katt ed 7 ee £ $a ef . . {i to 
' : me ee (i we 7 Nc 2 - 3 

. i ae — ee ae Se SS ee 2 ——). m 
a a eee Se Ne Sela a a - 

vee | s Me. er Pe Be: rare —_— = iF z $$ he 
era rn i, yea ie 2 “4 a a 
z * = CBee tie eye | Si} ‘ Ba, ; 4 4 
ed te et 
Bea : ‘ oo — gee -— ee sp 
ghey Be a ee ae Ne a “al li 
Prey Ca « oe Ee, oe gs en, <r le oe. ie 
ides aay be se Cake aa TS pe Pe! Sk — 
Se 3 a ee Po gene eed Pes en, ee ae eee eq 

a fe 

iat a fe 

aS : | — : 

i ta=%Y tri 

dull VY; ‘ey Y> an 

aoneeena nen een LZ Y\ <r i 

: i G we fff. Mi 

a a 47 7 

| VW ; 

i A\\ NZ, Be 
ae } — - en 

ff . 

| Po ! : 

' aT 

si soreness i j ii 

| ; ; | 

* | H Pit 
eee nat 
y: lis, 
aie } a 1 h 

_ tio 

IO Nh En 2 
7 Soa S| i de 
ert in 

ae 1,0 
an att 

; | 
4 . > o apt 
Sapa —_—_—__ B. 
ia mai 
ie: re E 
| PO | Ke 

&y chic 
_ 

a ; R. 
ae ca Am 
“te 
Bi. : 
be Ge 

ae j ] 
Reis 2. at 
wr ; 

ow re Mil 

r ee (, 
Ile: 
. H rece 
| Copeland a 
‘ | A paad 
| | DEPENDABLE __ 
| SS fetiric. 
‘ ee ae (eae ore re ° _ “ 
po _ s 4 Avenue, ‘Detro —_ 
; pe enemas ct cn etn nel 
ae . a _ 
adie 
Pes 
=e } 
me) 6=—SSsCChieck Pe ee | 
 &§ y a : 

tes euvecseueseccouaseccouscococtoccess ceetecees cescencenenscocoos cescoccsseateccooseecresses coececcocceesosesseueses Gneeesssoees eeccecsoceseceuese conceccoceccecscccoencoceeseceess j 
— EE Ss ROE Se Tt, AY Pas Oe 
\ 7 ‘ ; a 7 : ee 

im 
7 - 1 - e ' 
—— ee: ; 7 
x ee een ee en eee seen et eet ene ecwes ees ceceeeeseeee cesses ee eteces sees eeeres erecee teres snaps seeterececees seneee cesses: eee: 
_ Ey ; . 
, : | one ee - 
ee F er eee Ts Ter 
4 2 — . 
, : 

2 eee be eee oo,” oe > baie 2 EE Be ON oy SR - a er™ ep eeT  e  Be:  ee F, ee - F ends a = ie A | SS ee 
| ae ae > ow Pe Sot te sk oe ag a a at J + eapeniices Ae wey es Fhe = i ee. of pon ‘% @t BF 1 tet SEK? S 7 ae ee \ noe okt he loge PP" oe] oe ie 
3 NT age, Tp ee Ok Prince) a 55 Fk et ee Oe ERR fl ie - = a tet tw oo ~ 3 am >, fy Nee na ano hee Se ‘ A 2 

eT geet | RE SS esa et ee a: Pee > ee Ct A Seer oe ee ame b 


J] 


ELECTRIC REFRIGERATION NEWS 


The business newspaper of the electric refrigeration industry 


—_—— 


Vor. 2, No. 11, Sertat No. 35 


Detroit, MicwiIcANn,. Fesruary 1, 1928 


Entered as second class matter August 1, 
1927, at the Post Office, Detroit, Michigan. 


Price TEN CENTS 


FRIGIDAIRE WILL 
HOLD 8 REGIONAL 
MEETINGS IN FEB. 


Tour of 8,000 Miles Will Cover 
All Sections of Country 


i. G. Biechler, president and general 
manager of Frigidaire Corp., Dayton, 
announces that the most comprehensive 


convention program ever offered to the 
sales force of the ogranization is to be 
held in the form of a series of regional 
sessions throughout the country during the 
month of February. It is planned that 
every active salesman among the several 
thousand members of the domestic field 
organization of Frigidaire Corp. will be 
reached through these meetings. The con- 
yerition series wil Ibe opened in Dayton on 
February 2, after which Mr. Biechler and 
20 members of his staff will start their 
tour. 
Schedule of Conventions 

Meetings are scheduled as follows: Vic- 
tory Theatre, Dayton, February 2; Sher- 
man Hotel, Chicago, February 4; Strand 
Theatre, Omaha, February 6; Scottash Rite 
hall, San Francisco,. February 11; Adol- 
phus Hotel, Dallas, February 17; Atlanta- 
Biltmore, Atlanta, February 20; Hotel 
Astor, New York, February 23; Copley 
Plaza Hotel, Boston, February 25. 

‘The convention party is to travel in a 
special car and will carry its own scenery, 
lighting effecis, special charts and other 
equipment customarily used at the national 
Frigidaire convention at Dayton. Approxi- 
mately 8,000 miles will ke covered during 
the month’s trip. One of the main 
features of the meetings will be the dis- 
tribution of $100 in gold to each salesman 
and dealer who made his quota in 1927. 
Members of the Canadian sales organiza- 
tion will attend the convention meetings at 
Beston and Chicago. 


First Meeting at Dayton, Feb. 2 

Members of the sales organization in 
Flint, Detroit, Toledo, Dayton, Cleveland, 
Pittsburgh, Huntington, Columbus, Cincin- 
nati, Lexington, Louisville and Indianapo- 
lis, will, meet in Dayton at the Victory 
Theatre on February 2 for the first conven- 
tion of the series. The Cleveland and 
Detroit organizations will go to Dayton 
in a special train. It is estimated that 
1,000 supervisors, salesmen and dealers will 
attend this meeting. 

The following list of speakers will 
appear on the Dayton program, as well as 
those of the seven other regional meetings : 
R. F. Callaway, assistant to the president ; 
J. A. Harlan, household sales manager ; 
B. J. Vandoren, assistant commercial sales 
manager; T. B. Fordham, works manager ; 
I. D. Dety, advertising manager; L. E. 
Keilholtz, chief engineer; J. E. Houser, 
chief inspector; R. L. Lee, sales education ; 
R. E. Smithson, service manager; G. A. 
Ames, General Motors Acceptance Corp., 
Frigidaire division; B. B. Geyer, of the 
Geyer Company; S. A. Long, distributor 
at Wichita, Kans., and T. H. (Dusty) 
_* Wilmington humorist and philoso- 
pher. 


G. E. President in Europe 


president of the General 
Klectric, is im Europe, having © sailed 
recently on the Aquitania. He makes an 
European trip annually. 


Gerard Swope, 


WILLIAMS OIL-0-MATIC 
TO ENTER FIELD WITH 
MACHINE AND CABINET 


The Williams Oil-O-Matic Heating 
Corp., Bloomington, IIl., has announced to 
its dealers the production of electric refrig- 
eration equipment complete with boxes, the 
first machines to be ready for shipment in 
February. 

The new unit will be known as the “Ice- 
O-Matic” and will be furnished in sizes 
from 5 to 20 feet capacity. A goal of 100 
machines has been set for production in 
February. Dealers now handling Oil-O- 
Matic heaters will be given the first oppor- 
tunity to take on the new line in their 
territory. 

The company announces that it will not 
attempt to compete with the lowest priced 
units now on the market. There will be 
three different price classes of boxes. All 
will have porcelain linings and corkboard 
insulation. Hardware will be extra heavy 
and nickle plated. Doors are equipped 
with automatic locks. Dome light and 
water cooler will be furnished on special 
order. Ice cube capacity ranges from 8% 
pounds to 1334 pounds. 


C. U. CARPENTER DEAD. 


Well Known Production Executive 
Succumbs to Breakdown of 
Last Summer 


C. U. Carpenter, former general man- 
ager of the General Necessities Corp., 
Detroit, passed away at one o'clock Mon- 
day morning, January 16, at the home of 
his mother, 250 Tulip Ave., Floral Park, 
Long Island, N. Y. Services were held 
Tuesday, January 17. Burial was made 
at Dayton, Ohio. 

Mr. Carpenter resigned his position as 
general manager of the Frigerator Divi- 
sion of the General Necessities Corp. and 
left Detroit during the early part of 
August, 1927, on account of ill health. He 
was in the Miami Valley Hospital at Day- 
ton for some time but regained his health 
sufficiently to leave for a trip through the 
east. 

Mr. Carpenter was widely known and 
highly respected in the electric refrigera- 
tion industry as well as in the other fields 
with which he has been connected. He 
was at one time general manager of the 
Nizer Corp., and prior to that was presi- 
dent of the Herring Hall Marvin Safe Co., 
Youngstown, O., and held the same posi- 
tion with the Security Steel File Co. He 
was general manager and member of the 
board of directors of the National Cash 
Register Co., Dayton, O., for seven years. 


HUSSMANN REFRIGERATOR 
BUYS KEYSTONE SCREW CO. 


Announcement is made of the purchase 


of the former Keystone Screw Co. at 
Yardley (near Trenton), N. J., by the 
Harry L. Hussman Refrigerator Co. of 


The Keystone plant will be 
used to manufacture Hussman refrigerat- 
ing equipment, which includes patented 
freezer display counters and coolers. The 
company’s plan called for production to 
start on January 23. The newly acquired 
plant contains a floor space of 35,000 square 


St. Louis. 


feet, plus a ground area of 17 acres. 


ECLARING that “the time has 


NAME OF ELECTRIC 
REFRIGERATION CORP. 
TO BE CHANGED 


At the annual meting of the stockholders 
of the Electric Refrigeration Corp., held 
in Detroit January 16, it was voted to 
change the name of the Electric Refrig- 
eration Corp. to the Kelvinator Corp. The 
actual date on which this change will 
become effective has not yet been deter- 
mined. It is understood that the Kelvina- 
tor Corp. will continue to own and control 
the manufacture of Kelvinator household 
and commercial units, Nizer ice cream cab- 
inets and Leonard refrigerator cabinets. 

Three new directors were elected at the 
meeting, namely, E. R. Alexander, A. J. 
Curley and D. E. Williams. Mr. Alex- 
ander is a Cleveland attorney. Mr. Curley 
and Mr. Williams have been connected 
with the organization for many years, the 
former as assistant secretary and the latter 
as assistant treasurer. 

Other directors re-elected at the meeting 
are as follows: A. G. Boesel, H. V. Bozell, 
J. R. Crouse, John W. Cutler, S. C. Dobbs, 
P. J. Ebbott, F. C. Finkenstaedt, Otis A. 
Glazebrook, Jr., A. H. Goss, J. M. Hoyt, 
W. D. Mercer, L. Moen, Eustace Selig- 
man, Ernest Stauffen, Jr., H. A. Tremaine, 
Merlin Wiley, and C. K. Woodbridge. 


Rauf Mfg. Co. to Make 
Refrigerating Unit 
The Rauf Mig. Co., Bogota, N. J., 
reported to be experimenting with a new 
refrigerating unit which they expect to put 
on the market in the near future. 


is} plant in Connecticut. 


N. EL. A. COMMITTEE ENDORSES PLAN FOR 
CENTRAL STATION CAMPAIGN TO SELL 
HALF MILLION ELECTRIC REFRIGERATORS 


Manufacturers and Commercial Managers of Public 
Utilities Enthusiastic About Program for Local 
Direct Mail and Newspaper Advertising 


come when we must sell the idea of 


electric refrigeration in the home, and proposing the industry slogan, 
“let electric refrigeration make a half-million homes happier and healthier in 


1928,” G. B. Richardson of the Texas Power & Light Co., 


Dallas, Texas, 


and chairman of the Electric Refrigeration Committee of the National 


Electric Light Association, presented a 


complete advertising and merchan- 


dising program for the coordinated effort of central stations and local dealers 
which aroused the greatest interest of manufacturing representatives and 
public-utility commercial executives at the meeting of the commercial section 
committees of the National Electric Light Association held at the Edgewater 


Beach Hotel, Chicago, January 18 to 20. 


NEW SERVEL, INC., SECURITIES _ 
NOW READY FOR DELIVERY 


The Chase National Bank has _ been 
appointed registrar for the stock certifi- 
cates representing 65,000 shares preferred 
stock, $100 par, and for voting trust cer- 
tificates representing 900,000 shares of 
common stock, no par, of Servel, Inc. 

New securities involved in the organiza- 
tion of Servel, Inc., successors to Servel 
Corp.; and subsidiaries, are ready for deliv- 
ery in temporary form. Until March 1, 
installments in default on_ participation 
warrants, purchase certificates and sub- 
scription receipts may be paid with interest 
at the rate of six per cent. 


Project for New Cabinet Plant in 
Connecticut 


It is reported that the Champion Refrig- 
erator Co., Inc., 131 East 34th St., New 
York City, is seeking to locate another 
The company now 
manufactures seamless steel porcelain cabi- 
nets at Buffalo, N. Y. Samuel Mann is 
president of the company. 


A Simple, Direct, Thoroughly Practical 
Siscatuaal and Selling Campaign for 1928 


“In my opinion, G. B. Richardson’s ‘Plan for Selling the Elec- 
tric Refrigeration Idea’ hits the nail squarely on the head and pro- 
vides just what is needed in the way of a direct, thoroughly practical 
educational and selling campaign for 1928. 

“On account of its many new features—not the least of which 
is its dealer co-operation ‘tie in’-—I feel that this plan is probably 
the most attractive piece of ‘business development’ work which has 
so far been put forward in the electric refrigeration field. 

_ Personally, and speaking for my company, I am just ‘raring to 
go’ on this proposition.”—W. E. Clement, commercial manager, 
New Orleans Public Service, Inc., 


New Orleans, La. 


right. Cabinets are by C. 


ELECTRIC REFRIGERATION 
A NECESSITY FOR THE 
MODERN FOOD STORE 


Klinzing’s Brookline Market, Pittsburgh, Pa., is shown on the = 
Schmidt Co., Cincinnati, and are 
Kelvinator equipped. At the left is the Citron delicatessen, Cin- 
cinnati, O., with a Schmidt cabinet Frigidaire equipped, in view. 


The meeting of the refrigeration com- 
mittee proved to be the outstanding event 
of the series of sessions devoted to the 
problems of market development, resulted 
in a unanimous endorsement of the pro- 
gram outlined by chairman Richardson, the 
details of which are published in full in 
this issue of ELectric REFRIGERATION 
NEws. 


Believe Ten Per Cent of Wired Homes 
Are Immediate Prospects 


In presenting the plan, which was devel- 
oped in the advertising department of the 
Texas Power & Light Co. for use in sev- 
eral hundred small communities served by 
this company, Mr. Richardson said: “We 
are surprised at the people who buy elec- 
tric refrigeration, just as we have been 
surprised at the people who buy public 
utility stock. We have found that the 
American public will buy anything which 
brings pleasure, convenience and comfort. 
The Texas Power & Light Co. has sold 
over 10,000 electric ranges to a total of 
90,000 customers, and has achieved this 
record in competition with gas having a 
heat value of 1,100 b.t.u. and sold at 60c 
per 1,000 cubic feet. The average heat 
content of gas sold over the country is only 
400 b.t.u., and in many localities the rate 
is considerably higher. 

“We believe that at least 10 per cent of 
cur customers are prepared to buy electric 
refrigeration now. I do not mean _ that 
they may buy electric refrigerators at some 
future time, but that they will buy now, in 
the year 1928. In working out the per- 
sonalized direct-mail campaign, we have 
selected approximately 10 per cent of our 
customers for this educational effort. We 
believe that these people can be sold and 
our past experience with similar direct-mail 
advertising has convinced us that it will get 
results. 

“According to reports, the leading elec- 
tric refrigerator manufacturers are plan- 
ning to make 500,000 units during the com- 
ing year, and it is up to us as central sta- 
tions to see to it that these machines are 
connected with our lines. The machines 
made by the leading companies are giving 
satisfactory service, and have been devel- 


(Continued on Page 2) 
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NELLA. COMMITTEE 
ENDORSES DIRECT 
MAIL CAMPAIGN 


G. B. Richardson Visions Plans to 
Sell the Idea to Public in 1928 


(Continued from Page 1, Column 5) 


oped to a point of efficiency and reliability 
where we need not hesitate to recommend 
them to our customers. 


Texas Power & Light to Spend $12,000 
for Direct. Advertising to 12,000 
Selected Prospects 


“The Texas Power & Light Co. has 
appropriated $12,000 for the direct adver- 
tising material, exclusive of postage, and 
will carry on the campaign continuously 
during the 12-months period beginning in 
January, 1928. In addition to this, we will 
spend at least $20,000 in local newspaper 
advertising. We have selected 12,000 
names for our mailing list. The folders 
and letters, as provided by a local concern 
which specializes in this type of work and 
including the printing of the prospect’s 
name on each individual piece of literature, 
together with folding, inserting, and ad- 
dressing envelopes, will cost us approxi- 
mately $1.00 per name for the year’s mail 
campaign.” 


Plan May Be Adapted to Suit Local 
Conditions 


When the purpose and plan of the per- 
sonalized direct advertising campaign, 
which appears in full on the following 
pages, had been read and explained to the 
committee, opinion was expressed by nu- 
merous members that arrangements should 
be made to place a copy of the portfolio 
in the hands of every commercial executive 
of the member companies of the associa- 
tion. A keen interest was shown in secur- 
ing copies of the material at the earliest 
possible moment, in order to permit a care- 
ful study of the plan, so that local pro- 
grams now under consideration might be 
co-ordinated with it to the fullest possible 
extent. 

It was estimated that approximately 
$5,000 would be required to print sufficient 
copies of the complete portfolio for this 
distribution. During the discussion of this 
subject, the managing director of the 
Society for Electrical Development called 
attention to the fact that a fund of approxi- 
mately $10,000 remains in the treasury of 
the Society, being the unexpended portion 
of the $100,000 fund which was raised by 
six manufacturers in 1926 for a national 
educational and co-operative program. He 
explained that this fund might be used if 
permission were granted by the six com- 
panies which contributed to the fund, 
namely, the Frigidaire Corp., the General 
Electric Company, the Kelvinator and 
Nizer divsions of the Electric Refrigera- 
tion Corporation, the Servel Corp., and 
Copeland Products, Inc. A resolution was 
passed that the society be requested to 
invite the approval of these companies for 
the necessary appropriation from this fund. 

It was pointed out, however, that prob- 
ably two months would be required to pro- 
duce and distribute the portfolios in the 
event that sufficient funds were secured for 
this purpose. To meet this situation, 
ELeEctTrIc REFRIGERATION NeEws offered to 
publish the plan in detail, to permit com- 
mercial managers to make an advance 
study of the campaign. 


News Authorized to Publish Plan for 
Advanced Study 


In discussing the details of letters, book- 
lets, and other material for local use, 
Chairman Richardson pointed out that none 
of the material is copyrighted, that it may 
be produced by any printer, and that any 
desired changes may be made to meet the 
desires and requirements of the member 
companies. 

The experience of the Texas Power & 
Light Co. has shown that better health rep- 
resents a tremendous appeal in selling elec- 
tric refrigerators. Comfort, convenience, 
pride of possession and other well known 
appeals have been injected into the cam- 
paign in due proportion. The campaign 
does not represent the theories of some 
inexperienced advertising writer, but is 
based upon practical experience in the 
field, the kind that has been shown to get 
results. 

Mr. Richardson urged that the National 
Electric Light Association, and the com- 
panies which compose its membership, get 
back of a co-ordinated plan to sell the idea 
of electric refrigeration to the public dur- 
ing the year 1928. He emphasized the fact 
that the manufacturer’s advertising is 
designed to sell the particular features of 
his make of equipment, and that the central 
stations should take the responsibility for 
selling the broad idea of better refrigera- 
tion in the home. The campaign, as deveél- 
oped, is not designed to sell any particular 
make of machine, although a local com- 
pany may, if it desires, change the copy 
so as to promote the one or more makes 
of machines sold locally. Some companies, 
he said, may want to use only a part of the 
plan; they may want to limit the campaign 
to a few months during the year, and the 
amount expended per prospect may be 
increased or decreased according to appro- 
priations available and other focal condi- 
tions. 


Commercial Managers Endorse Plan, 
Manufacturers to Cooperate 


Commercial representatives of electric 
light and power companeis in various parts 
of the country, including several of the 
larger cities, were outspoken in their 
endorsement of the movement, and reiter- 
ated the statements of the chairman as to 
the opportunities for promoting an active 
consumer acceptance of electric refrigera- 
tion at this time. 

Representatives of General Electric, 
Frigidaire, Kelvinator, Servel, and other 
manufacturers present at the meeting, ex- 
pressed their desire to co-operate with the 
central stations and offered the assistance 
of their field organizations in any way 
which would be helpful. After consider- 
able discussion, a motion was made and 
passed that the plan be forwarded to the 
national executive committee of the Na- 
tional Electric Light Association, with the 
full endorsement of the refrigeration com- 
mittee, and with the recommendation that 
arrangements be made for the distribution 
of the portfolio to the member companies. 
It was also voted that the plan be turned 
over to the editing sub-committee for final 
revision before printing. 


Note: See following pages for 
further details regarding the N. 
E. L. A. Committee Campaign. 


COMPETITION BETWEEN 
INDUSTRIES DISCUSSED 
AT N. E. M. A. MEETING 


Charles T. Abbott, director of the 
American Institute of Steel Construc- 
tion, Inc., outlined the new tendencies 
in industry which have brought about a 
condition which he summed up as “the 
third industrial revolution,” at the open- 
ing session of the semi-annual meeting 
of the Supply Division of the National 
Electrical Manufacturers’ Association 
held at the Hotel Commodore, New 
York City, January 24. 

“The effects of this development are 
chiefly conspicuous through the influence 
they are having upon the well-being of 
entire industries,’ Mr. Abbott said. “It 
has shifted competition from the plane 
of a struggle between units of the same 
industry, to a struggle between whole 
industries organized to capture and hold 
zach others markets. 

“Practically every industry is now in 
a position to produce far more than its 
conceded market can consume. The only 
way it can keep the wheels in its fac- 
tories turning is to organize with the 
object of widening its market, frequently 
at the expense of another industry.” 

That sound, aggressive merchandising 


vas an important factor in present-day 
industrial prosperity had been shown by 
the fact that empnasis had been lifted 
rom finance and production to be placed 
squarely upon distribution, Mr. Abbott 
concluded. Points which he stressed in 
this connection included: Care in the 
selection and supervision of salesmen; 
service rendered by the product as 
opposed to price; equitable relationships 
between producers and distributors; use 
of research in marketing; sales prices in 
accordance with costs, plus profit; intel- 
igent use of advertising, and organiza- 
tion of the industry on a cooperative 
basis. 


MICHIGAN ENGINEERS 
MEET IN DETROIT 


Commercial aviation, electrification of 
steam railroads, the part of the engineers 
in enterprises based on engineering, sci- 
ence with art in lighting, city planning 
and water front development and other 
broad subjects affecting commercial 
progress were discussed at the third 
Michigan Engineering Conference, held 
at the Hotel Statler, Detroit, Mich., Jan- 
vary 27 and 28. 

William B. Stout of the airplane divi- 


sion of the Ford Motor Co., Detroit; 
W. M. Vandersluis, electrical engineer 
of the Illinois Central Railroad, Chicago; 
John Lyle Harrington, past president of 
the American Society of Mechanica} 
Engineers, Kansas City; A. L. Powell, 
manager of the engineering department 
of the Edison Lamp Works, Harrison, 
N. J.; Comfort A. Adams, professor of 
engineering, Harvard University, Cam- 
bridge, Mass.; E. L. Couzins, consult- 
ing engineer of the Board of Harbor 
-ommissioners, Toronto, Ont.; Arthur 
E. Morgan, president of Antioch Col- 
lege, Yellow Springs, Ohio; C. K, 
Hirschfield, chief of the research depart- 
ment of the Detroit Edison Co., Detroit; 
George L. Clark, professor of chemistry 
of the University of Illinois, Urbana, 
Ill.; and F. Paul Anderson, president of 
the American Society of Heating and 
Ventilating Engineers and dean of the 
University of Kentucky, Lexington. Ky., 
were among the speakers. 

Presiding at the different sessions 
were: John P. Hallihan, chairman of 
the Associated Technical Societies of 
Detroit; Alex. Dow, president of the 
American Society of Mechanical Engi- 
neers; Frank Burton, past president of 
the Detroit Engineering Society; H. E. 
Riggs, professor of civil engineering 
University of Michigan; and H. H 
Higby, professor of electrical engineer 
ing, University of Michigan, Ann Arbo 


General Necessities Building 


For Domestic or Household 
Every size metal cabinet model—from three 
to twenty cubic feet capacity, known as the 


Baby Grand « American Beauty 
Princess « Queen « King 


For Apartment Buildings 


Multiple installations that successfully 
meet the requirements of any sized apart- 
ment building—from smallest to largest. 


Commercial Systems 


Supplying from 350 to 2000 pounds melt- 
ing ice capacity in twenty-four hours. Spe- 
cial Absopure Freezing Tanks and boilers. 


The Aksoows Line 


A Story Without Pictures 


The Absopure line of Electric Refrigeration is as complete, 
if not more so, as that of any other manufacturer and 
comprises the following models and systems: 


Ice Cream Cabinets 


All sizes, from two to twelve hole capacity. 
These are a new, outstanding type of 
cabinet that are wonderfully efficient and 
amazingly low in cost. They require a 
minimum of running time and service. 


Electric Water Coolers 


Newly designed and 


coolers which employ the same principle 
of refrigeration that is used in all Abso- 
pure systems. They furnish a continuous 
flow of cold water from either bottle or | 
city water supply. City water type have | 


Absopure filters. 


| 

Absopure Electric Refrigeration Systems have been developed out of an experience | 
of over twenty-five years in solving refrigeration problems and are guaranteed by 
all of the resources of this corporation. Responsible dealers and distributors who | 
are interested in securing a valuable selling franchise are invited to | 

| 


write NOW for particulars 


FRIGERATOR 


Division of 


GENERAL NECESSITIES CORPORATION 


DAVID A. BROWN, President 


Detroit, Michigan 
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ELECTRIC REFRIGERATION NEWS, FEBRUARY -1, 1928 


“SELLING THE “IDEA” OF 
ELECTRIC REFRIGERATION 


A General Survey of the N.E.L.A. Committee’s Sales and 
Advertising Plan for Central Stations 


By G. B. Richardson, Chairman, Electric Refrigeration Committee, 
National Electric Light Association 


{ Vote: The following summary of the 
central station campaign, as presented by 
Chairman Richardson, was the last item 
in the portfolio. It is moved forward here 
so that readers may get a general under- 
standing of the plan and its purpose before 
making a study of the detailed material on 
the following pages. ] 

The purpose of this survey is to suggest 
ways and means that will be helpful in 
the planning and preparation of a complete 
advertising plan to sell a half million or 
more domestic electric refrigerators in 
1928. 

May we suggest the immediate adoption 
of a slogan such as the following: 

“LET ELECTRIC REFRIGERA- 

TION MAKE A HALF MILLION 

HOMES HAPPIER AND HEALTH- 

IER IN 1928.” 

We are assuming that there has already 
been accomplished quite a good deal of 
work in creating enthusiasm and ambition 
to accomplish a program of sales of a 
million domestic electric refrigerators in 
1928. Very naturally the central stations 
operating appliance departments and every 
utility company in the United States is 
seriously interested in securing the increase 
in revenue that will come to the companies 
through the sale of refrigerators that will 
necessarily use so much current. 

It is our thought that, first of all, we 
must create in the minds of every influen- 
tial executive in the industry a definite 
appreciation of what such a selling accom- 
plishment would mean to the industry in 
general and himself in particular. Then 
we must build up in each one of these 
executives an appreciation of the magni- 
tude of the job we are attempting. 

It then follows that with a proper plan 
of co-operation we will have a_ national 
sales organization capable of accomplish- 
ing the task we have set for ourselves. 

In preparation for the definite job of 
selling that we are about to undertake I 
suggest that we have two major pieces oi 
work to accomplish that might be termed 
“pre-selling.” I feel that first of all we 
should see to it that every member of our 
national sales organization is thoroughly 
“sold” on the desirability of electrical 
refrigeration from the consumer’s stand- 
point. To accomplish this we will be called 
upon to make a selection of proper educa- 
tional material that has no doubt already 
been prepared, and see to it that it is thor- 
oughly digested by every member of our 
organization. 


Sell Convenience and Better Health 
We might do well to select some domi- 
nant idea in this job of “pre-selling.” The 
two that suggest themselves to me are the 
BETTER HEALTH idea and the CON- 
VENIENCE idea. And I would suggest 
that a definite campaign be prepared on 
these particular subjects and thoroughly 
distributed at the earliest possible moment. 
Our second job of pre-selling is to get 
over to every one of our organization 
members an accurate picture of what do- 
mestic electrical refrigeration manufac- 
turers are planning to do in 1928 to pro- 
mote their business. We should expect, 
and secure, thoroughly satisfactory co-op- 
eration from the Manufacturers’ Associa- 
tion, or at least from three or four of the 
loremost concerns. However, the actual 
Job of selling our organization members on 
this gigantic advertising campaign, that we 
estimate will at least total $15,000,000, 
should be a duty that we perform whole- 
heartedly ourselves. 

We might readily acknowledge that in 
this job of producing a great increase in 
the use of current and a respective increase 
i revenue that the manufacturers will, of 
their own accerd, do a major part of the 
tak for us. What we should determine 
's that we shall cash in on their effort to 
the fullest extent by lending our efforts 
'o the fullest development of the effect of 
their advertising and national sales propa- 
Sanda. After all, no one is as vitally inter- 
‘sted in the installation of a new unit of 
Omestic refrigeration as ourselves, for it 
means many years of service and increased 
revenue for us. It is certainly worth our 
While to extend every effort to make this 
ltrease come to us in the year 1928 than 
some indefinite future time. 


Complete Merchandising Program to Be 
Developed 
It would be well to study the general 
blan of merchandising in use today by 
‘entral stations throughout the country, 
With the idea in mind of perfecting a gen- 
‘tal merchandising and selling plan that 
will be best fitted to profit most from the 


BOHN 


Beautiful, Dis- 
tinctive. Can be 


Purpose of the Campaign 


This campaign is planned to sell electric refrigera- 
tion to present users of electric current—through 
local offices of power companies or general offices. 

Covering a period of six months, and sent out before 
and during the warm months, in any section of the 
country, this campaign cannot fail to sell the idea of 
electric refrigeration in the home. 
should be emphasized has been covered. 

In no way have the mechanical features of any 
machine been stressed, because it is the IDEA of 
electric refrigeration we must first sell. 
a model is the sales problem of the local company. 

Each local agent should have duplicate lists from 
which to work his sales crews, and be constantly in 
touch with progress of the campaign. 


had in 7, 9 and 12 
cubic foot net food 
storage Capacity. 


Every point that 


Selection of 


NEW YORK 
5 E. 46th St. 


For Electric Refrigeration 


Write for Full Particulars 


Bohn Refrigerator Company 
SAINT PAUL, MINNESOTA 
These Models are on Display at our own Stores in 


CHICAGO 


227 No. Michigan Blvd. 


SYPHON 
REFRIGERATORS 


White Porcelain 
Enamel inside and 
outside. The 
machine compart- 
ment is ideal for 
storage space 
where remote in- 
stallation is made. 


BOSTON 


707-709 Boylston St. 


to outline a plan of merchandising this 
national advertising to secure greater sales 
of the manufactured product, and will very 
naturally be asked to set up selling struc- 
tures and sales quotas for organizations of 
different sizes and in different cities and 
tewns. I believe it would be well to out- 
line some definite sales organization plan 
determining, if we can, the size of such an 
organization, number of men, and the sales 
quotas which will naturally be based upon 
a definite effort to cover a certain percent- 
age of the customers on the central sta- 
tion’s books. I believe that such a plan 
would be very thorough, even going into 
methods of sales management and control, 
meetings, records, reports and results. 


It might even be well to develop two or 
three sales contest plans that could be fitted 
to sales organizations of different types. In 
connection with this sales organization plan, 
there might be a program worked out for 
the use of sales managers in the educa- 
tional develop of salesmen. Also some 
plan or materials that might be helpful to 
him in accomplishing sustained interest in 
his individual force. 


Co-operation with Local Dealers 

It would also be well to consider the 
equipment stores, with the idea that they 
would be specially prepared to co-operate 
in this selling effort. Inside and outside 
signs, display cards, streamers, and, in fact, 
complete window display materials should 
be offered or suggested for use during the 
campaign. It would be well to have a 
regular schedule of changes of material to 
fit the season, and especially valuable to 
you as the campaign progresses would be 
our follow-up on the central station man- 
agers to see that we are getting proper 
co-operation on the sales and advertising 
campaign. 

Now that we have definitely prepared 

ourselves for the program ahead and have 
a network of sales organizations on their 
toes and ready to go, it becomes our duty 
to show them just how they will definitely 
tie up the local store as a point of dis- 
tribution with the splendid national adver- 
tising program through the use of a local 
campaign in the newspapers and with a 
definite individualized direct selling cam- 
paign sent by mail to the selected list of 
local consumers. We will, of course, know 
in a general way the character of the 
national campaign and can offer a valuable 
service of general newspaper advertising 
that will be appreciated by the local retail 
electric supply stores, as well as ourselves. 
We will, with our individualized direct 
mail campaign, definitely tie up all of our 
selling effort with a selected list of quali- 
fied prospects. 
If we have properly enthused the central 
station manager he will be thoroughly 
aware of the opportunity that is presented 
to him. He will be thoroughly informed 
as to the general campaign plans and will 
appreciate the amount of effort that will 
be necessary for him to exert to cash in 
on the entire proposition. He will prepare 
his display room and build his sales struc- 
ture in readiness for the task ahead, and 
surely, when the wheels of the campaign 
start turning, the definite results will lead 
him on toward the fixed goal ahead. 


“LET ELECTRIC REFRIGERA- 
TION MAKE A HALF MILLION 
HOMES HAPPIER AND HEALTH- 


lational program. We will be called upon 


IER IN 1928.” 
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Watch Copeland in 1928! 


Developments for the year ahead will make 
the Copeland line the broadest and the Cope- 
land franchise the most valuable to be found 


in the refrigeration industry. 

In the distributor and dealer field Copeland 

still has room for aggressive men or groups. 
of men who can show promise of building 

a local business in keeping with Copeland’s 


nationwide success. 


COPELAND, 630 LYCASTE AVE., DETROIT, MICH. 


——Mail this coupon 


Model N-5 
55%" high... . 24%” 
wide ee . 5 cu. ft. stor- 
age... 6%sq. ft. shelf 
area... 108 ice cubes. 


Copeland, 630 Lycaste Ave., Detroit, Mich. 


I am interested in learning more 
about the 1928 Copeland franchise. 


Name 
Address 
City. 


State 
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ELECTRIC REFRIGERATION NEWS, F 
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192s 


A GENERAL OUTLINE OF THE 
YEAR-ROUND SALES AND 
MERCHANDIZING CAMPAIGN 


Localized Newspaper Advertising 
Localized Direct Advertising 
Localized Sales Activities 


CO-OPERATION WITH MANUFACTURERS 
CO-OPERATION WITH NATIONAL ADVERTISERS 
USE OF MANUFACTURERS’ LITERATURE 


Mailing N L 
ailing No. 1 (Letter) 
Letter No. 1: 
Size 8%x1l1, single sheet. 
Colors—Light green, orange, black. 
Full salutation, hand signed. 
Paper—Good quality, 24-pound bond. 

Envelope—No. 10, bond. 

This first letter to the housewife should be sent 
with pen signature reproduction of local manager 
if possible. 

Contains a general outline of advantages of 
electric refrigeration in the home. Not too much 
detail—and one idea at a time is more effective 
and sells better in the long run, 

To localize the message, a folder or leaflet 
covering a specific machine may be enclosed, 


(Suggested Copy 
for First Letter) 
TEXAS POWER & LIGHT CO. 


January 25, 1928 
Mrs. Joseph Smith, 
Dallas, Texas. 
Dear Mrs. Smith: 

Think of being able to serve ices, creams and 
dozens of dainty frozen salads, right from your 
own electric refrigerator without fuss and muss. 

And when company drops in unexpectedly, can 
you always count on having cold beverages or 
something tasty to serve? An electric refrigerator 

makes entertaining a pleasure and so much less 
effort. 

You would be surprised what an additional 
pleasure one would be to your entire family. 
Keeps milk sweet for a week and all foods much 


sweeter and more healthful. Not to mention 
freedom from bother over spoiled foods. 
May we tell you more about this modern 


method of refrigeration and how easily you may 
own one? A phone call to our office will have 
an immediate and courteous response. 
Cordially yours, 
TEXAS POWER & LIGHT COMPANY 
Manager 


Mailing No. 2 


PIECE: 
purple, 


(Folder) 


fresh salads.” 


“Crisp, i 
Paper—Cream 


orange. 


MAILING 
Colors—Green, 
strathmore laid. 

A mailing piece that will compel admiration 
and attention and help to build prestige for ice- 
less refrigeration. 

Printed in three colors, with the name of the 
recipient PRINTED inside. ‘Preserve your food, 
Mrs. Davidson’ will make a_ strong ‘appeal and 
her name printed on the mailing piece will make 
her keep it, read it carefully and probably show 
it to others in the family. 

(Copy for mailing piece, 
“Crisp, Fresh Salads’’) 


Preserve Your Food! 
—Mrs. Davidson. 

Nothing adds to, or detracts from, the 
appearance of a table as the salad. How 
“dressed up” the table becomes with a crisp, 
colorful, tasty-looking salad at each place! 
How forlorn looking a_ wilted salad 
may be! 

The occasion is spoiled or made more 
auspicious by the perfection of minor 
details such as these. 

With an electric refrigerator in your 
home, you have absolutely no worry about 
whether everything is going to be cold 
and appetizing. 

Your lettuce, ices, fruits, tomatoes, may- 
onnaise—everything—will be chilled and 
ready. Many electric refrigerator house- 
wives make up their salads hours ahead, 
without fear of spoiling. 


Also ices, puddings, gelatines, mousses, 
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The inside layout of the folder for the second mailing is shown above. 


AVIDSO’ 


PERSONALIZED 
DIRECT MAIL 
CAMPAIGN 


Introductory Letter 

“Crisp Fresh Salads’ 

Letter on Health—“‘Life 
Time Joy’”’ 

“Always Ready”’ card 

Letter on Baby’s Milk 

Mailing Card, “No Trou- 
ble” 

Letter on Easy Owner- 
ship and Expense 

Just Like the Big Hotels 

Wonderful Frozen Des- 
serts 

10 Sum Up the Evidence 

11 Winter Refrigeration 

12 The Family Christmas 

Present 


Co N AUD WH 


parfaits, may be frozen in your ice com- 
partments without bother or loss of time. 

Let us tell you how an electric may be 
installed in your home and paid for out of 
incomes. 


eye 
Mailing No. 3 
SECOND LETTER—Four 
folded. “Lifetime Joy.” 
Same colors and cuts on outside as Letter- 
head No. 1. 


(4 Page Letter) 


page, 8%x1l, 


ISP ~ 
CP 


Above is shown the first page layout of 
the folder for the second mailing 


Note that 


the name of the prospect is printed on the folder 


Inside a thtee color sketch of women admir- 
ing refrigeration. 

A personal letter, with a visualized sales 
punch illustrated inside, make this an effective 
selling piece. ° 

The illustration inside should not depict any 
special refrigeration, but should sell the idea 
of PERMANENCY or LONG LIFE. To insist 
on showing too much mechanical detail will 
defeat the purpose of this Educational Cam- 
paign. 


(Suggested Copy for 
First Page of Letter) 
March 
Twentieth 
1928 
Mrs. Joseph Smith, 
1484 Munder Piace, 
Dallas, Texas. 
Dear Mrs. Smith: 

There are many wonderful ways your electric 
wires can serve you beside making your home 
“brighter.” 

For instance—an electric refrigerator set down 
in your home gives you not only perfect refrig- 
eration, but makes available at once and for 
years to come— 


LESS DRUDGERY— 


BETTER FOODS— 
LESS WASTE— 


It is such an easy matter to own one. We 
can show you any model that will fit your 
needs, and explain how simple they are to care 
for. 

Telephone our office and have some one 
explain our plan and give you full details. 

Cordially yours, 
Texas Power & Licur Co. 
Manager. 


(Suggested Copy for Inside 
of Four Page Letter) 

As a bridal gift—a Christmas gift—or as a 
permanent purchase for the home, nothing could 
be selected that will give more real pleasure and 
happiness. 

Hospitality rings more true—marketing prob- 
lems are simplified—foods taste and are better— 
the entire routine of housekeeping and home- 
making is pleasantly affected by this modern 
method of refrigeration. 

Your home needs one. 


4 (Mailing Card) 


Mailing No. 


CoLpd AND Dry 
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TEXAS Power Laan 


Suggested design and layout for the mes- 
sage on the folder card for the fourth 
mailing 


(Copy for mailing piece, 
“Always Ready” ) 


For Family or Friends 


Such satisfaction to know you are always 
ready for unexpected “drop-in” guests. 
And what an impression one makes when— 
without a bit of trouble—icy cold beverages 
are set before them. 


Cold and Dry 


The air in your electric refrigerator will 
keep beverages cold enough to hurt your 
teeth—salads stored away for the unex- 
pected guest are served with assurance of 
their crispness—desserts can be frozen and 
ready at any and all times. 

Do not deny yourself this modern way 
of living when it is so easy to own one. 


eye 
Mailing Card 

“Always Ready—Mrs. Davidson.” 

Two colors—Chocolate and olive. 

Paper—Melon colored bristol. 

Another colorful, cheerful printed message, 
bearing the individual’s printed name. 

Emphasizes ease of entertainment and preserva- 
tion of foods. 

The illustration inside should be converted 
into an opened door, showing bottles of ginger 
ale and water or soft drinks. 


Mailing No. 5 (Letter) 


LETTER No. 8—‘‘Baby’s Milk’—8%xl1— 
Single sheet. Colors—Same as No. 1 and No. 2. 
Same design except Baby’s head drawing. 

Whether or not there are children in the 
home, this appeal is good to use, as everyone 
uses milk and all housewives are especially par- 
ticular about the purity of milk and cream. 

Also, in the ordinary refrigerator there is 
nothing that causes so much annoyance and 
waste as the spoiling of milk. 


(Suggested Copy for 
One-Page Letter) 


TEXAS POWER & LIGHT CO. 
May 
Twentieth 


1928 
Mrs. Joseph Smith, 
1487 Munder Place, 
Dallas, Texas. 
Dear Mrs. Smith: 

Keeping milk sweet and pure is a household 
problem, whether there are babies to think about 
or whether all the family are grown-ups. Milk 
to drink and use in foods MUST be right. 


Here is just one place where an electric 


vay eS t Wa 
SPIE & 


refrigerator is a wonderful help. Milk and 
cream stay pure and sweet for days and days. 
You can imagine how this cuts down milk bills, 
to say nothing of waste. 
Other foods keep the same way and save 
waste and time. You can market once a week 
with an electric. 
Let us tell you about it. 
Cordially yours 
TEXAS POWER & LIGHT co. 
Manager. 


Mailing No. 6 (Folder) 


- MAILING PIECE—‘No_ Trouble, Mrs. 
Davidson.” Colors—Black and red. Paper— 
Blue turquoise. 

Should be mailed as the other pieces in the 
campaign, with name of individual printed on 
outside. 

In this age of trips and week-end absences, 
it is an important thing to stress freedom from 
worry about foodstuffs and no one left to look 
after re-stocking the refrigerator. 

This is a larger and more comprehensive 
broadside than any of the others, and two very 
zood points have been brought out. The refrig- 
erator shown inside may be left out and a more 
complete drawing of an apartment house sub- 


stituted with the small town home also brough; 
out prominently. 


(Copy for Folder, 
“No Trouble’) 


After the Trip 

Everything is fresh and sweet! 

No more trips ruined by worry about 
the iceman, spoiled foods and nothing to 
eat when you get back! 

Stock up before you go, leave things as 
you want them when you return, and for- 
get it. Everything will be sweet and fresh 
and appetizing in an electric refrigerator. 

(Continued on Page 5) 


nufactured by 


Luse-Slevenson Co. 307 N. Mich. Ave, Chicago 


1 sak 
¥ that 


Rca eewa 


To those 


close to a million electric refrigerators in 
various types of homes and institutions. 


business that includes consumer acceptance, 
constant high turnover and minimum serv- 
icing Wayne offers a product backed by an 
advertising and merchandising plan that 


A limited number of territories are open; 
details will be furnished on application. 


Write + Phone + Wire 


Wayne Company 


Fort Wayne, Indiana 


Boston, Buffalo, Chicago, Cleveland, Columbus, 


Five sizes and four 

standard colors. Also 

special colors to order. 
— works miraculously. 
- Dallas, Detroit, 


Los Angeles, Minneapolis, New York, Phila- 
delphia, Pittsburgh, St. 


as US TRADE MaRK 


too, 


power companies, know 
1928 will see the placement of 


interested in building a real 


BRANCH OFFICES: 


Indianapolis, Kansas City, 


Louis, San Francisco. 


CON | ACT 


Simple 
Refrigeration 
Controls 


Listed as Standard by Underuriters’ 
Laboratories 


OR temperature regulation of 
soda fountains, ice cream cab- 

inets, etc. Semi-remote type with 
operating mechanism located outside 
of cold compartment for conven- 
ience of adjustment and to eliminate 
corrosive action of refrigerant. 


differential 3° to 8°. 


Range —8°F. to +20°F. Adjustable 
List price greatly reduced. 


Write for Bulletin No. 120 on “Refrigeration Controls.” | 
| 
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ELECTRIC REFRIGERATION NEWS, FEBRUARY 1, 


1928 5 


A General Outline of the Year-Round 
Sales and Merchandising Campaign 


(Continued) 


Economy 


Can you imagine how much good food 
may be saved from spoiling—how much 
bother may be eliminated—and how much 
real joy you and the family can get out of 
an electric? 

Something always ready and cold to 
serve— 

An easy way to fix up desserts always 
at hand— 

Foods that are never questionable as to 
freshness. 


Everyone Can Own An Electric 
Refrigerator 


The small home in the suburbs, the coun- 
try home that is wired for electricity, the 
palatial city home, and the apartment house 
all are on the same level when it comes 
to electric refrigeration. 

They may all have this modern conve- 
nience, easily and on terms to suit most 
any income. You can find out right now 
by telephoning for someone, just how easy 
it is to have one in YOUR home. 

There are electric refrigerators made to 
fit the needs of the small family of two— 
the medium-sized family with children— 
the family with many social obligations 
and the need for “fussy” foods. 

Special sizes and models are made to 
store away the left-overs and the reserve 
of the boarding houses; big roomy sizes 
for the dairy, the restaurant or the small 
kitchenette apartment. 

Any home needs an electric—let us tell 
you more about it. 


Mailing No. 7 (Letter) 


LETTER No. 4. Same as other letterheads 
except strip down side. 

This letter takes advantage of the opportunity 
to “picturize’ again. The illustrations should 
merely show dainty desserts or something of the 
kind and keep away from exploiting a special 
kind of machine. 

The subject matter is not as important in 
itself as that the continuity of the campaign be 
kept up, with the same ideas brought out pre- 
sented in a little different way. Keeping at it 
REGULARLY over a long period is what makes 
the campaign effective and finally makes the 
prospect a customer. 


TEXAS LIGHT & POWER CO. 
uly 
Twentieth 
1928 
Mrs. Joseph Smith, 
1487 Munder Place, 
Dallas, Texas, 
Dear Mrs, Smith: 

Keeping meats, fruits, milk and vegetables 
fresh and sweet is a problem in warm weather, 
isn’t it? 

In these days of heated houses and warm 
kitchens, refrigeration is a necessity—even in 
winter. We know you have plenty of bother 
about that problem and we are wondering if 
you will not let us help you overcome it. 

A ’phone call to us will obligate you in no 
way and will bring someone to tell you what 
an electric refrigerator can do to make things 
easier. 

Imagine being able to own an electric and 
hardly miss the money. You deserve this new 
way of living—call us. 

Cordially yours, 
TEXAS POWER & LIGHT CO. 
Manager. — 


Mailing No. 8 (Folder) 


MAILING PIECE—“Just Like the Big Hotel 
~-Mrs. Davidson.” 

Colors—Green cover stock. Printed in Golden 
Yellow and Purple. 

A mailing piece to fold and mail without 
envelope. 

Predominant idea of this piece is that an elec- 
tric refrigerator makes possible the best of Table 
Service in the home. 

Let us say again, brevity of copy is more 
effective, many times over, than trying to say 
too much at one time—say it so they will 
READ it and your message will do the job. 


(Copy for Mailing Piece, 
“Just Like the Big Hotels”) 


CUBES JUST THE RIGHT SIZE 
_ So clean and fresh and crystal pure is this 
ice made in your own electric. You know it is 
pure, because you pour pure drinking water into 
the icing trays—no hands touch it, no uncer- 
tainty about the kind of water used. 

_ When frozen, the ‘cubes are just a convenient 
size to be most economical, but if you need 
cracked ice—keep a little muslin bag handy for 
crushing. 

Some most interesting touches may be added 
to your entertaining. For instance, when you 
wish to serve lemonade, put a bit of fruit color- 
ing inte the water for your ice cubes; when you 
wish to cause exclamations of delight over iced 
tea, put lemon juice in the water before freez- 
ing, and when almost frozen, place tiny bits of 
Sliced lemon in the center of each cube. 

_ There is an interminable source of inspiration 
in an electric refrigerator. New ices, desserts, 
salads, fluffs, frozen puddings, mousses, parfaits, 
gelatines, creams—all may be made easily in 
your own electric. Let us tell you all about it. 


Mailing No. 9 (Folder) 


MAILING PIECE—“Wonderful Frozen Des- 
Serts.” Three-fold into colored envelope. 
Printed—Three colors. Paper—Nile Enamel. 

This is a mailing piece that goes a little 
deeper into the detail of fitting an electric 
refrigerator into the average home. Little things 
decide great purchases. 


The name is printed on the inside. Each 
company using the campaign may change inside 
cuts. 


(Copy on Mailing Piece, 
“Wonderful Frozen Desserts’) 


Makes Entertaining Easy! 
Guests enjoy the novelty. 

What is so nice as to be able to serve the 
casual guest something refreshing from the elec- 
tric refrigerator! 

After a bridge or tea; on Sunday afternoons; 
in the evening when guests are being enter- 
tained—how nice to have something delicious 
and cool waiting to be served from your own 
freezing compartments. 

Choicest dishes may be added to the daily 
menu. The problems of what to have for 
dessert are turned into a delightful series of ex- 
periments and new dishes for the family. 
Salads, too, may be double enhanced in taste 
and appearance by being thoroughly chilled in 
your electric, 

Foods of all kinds are kept longer, better and 
colder in the dry, cold atmosphere of an elec- 
tric. "This means a great deal in your home 
and to the economy possible in saving food- 


stuffs, 
A SIZE TO FIT YOUR NEED! 
Mrs. Davidson. 

Any family in these days may have conve- 
nience that Kings and Queens could not com- 
mand in the last century. 

There has not been invented anything, how- 
ever, that can so change the mode of serving 
foods -in the home as an electri¢ refrigerator. 
The vacuum cleaner, electric cooker, electric 
“ange, electric washing machine—all the many 
appliances help to simplify housekeeping, but 
the electric refrigerator has a far-reaching eco- 
nomic effect on the question of foods. 

More and more is the electric refrigerator 
taking a year-round place in the kitchen of 
average homes as well as in the homes of peo- 
ple of means. ‘ 

Owning an electric is so simple, when the 
income is steady and sure. Call our office and 
have a representative explain how easily it may 
be done. Perhaps your present refrigerator may 
be taken in as part of the first payment. Then 
monthly payments can be arranged to be paid 
out of the income, 

Enjoy your electric refrigerator while it is 
being paid for—and hardly miss the money! 


Mailing No. 10 (Folder) 


MAILING PIECE—“Sum Up the Evidence” 
—Mrs. Davidson. White—Printed in brown and 
blue. 

As a last piece before the salesman calls, this 
is a short resume of the outstanding points in 
favor of a purchase. 

Should be timed by the salesman to have a 
close follow-up, and where cards are sent in 
they should be attended to at once. 

The card with request for salesman to call 
should be tipped inside this card and be stamped 
if possible. 


+ um up- 
Te widence 


Mrs DAVIOSON 


Design for Front of Folder for Tenth 
Mailing. 


HEALTH -- 


ECONOMY 


Nh —————— 


NoWornry == 


TEXAS POWER & LIGHT CO. 


Layout of Inside of Folder for Tenth 
Mailing. 


(Copy for Mailing Piece, 
“Sum Up the Evidence’) 


HEALTH—Purity of the things we eat and 
drink has a great bearing on our health. Pres- 
ervation of foods, milk, fruits, vegetables is a 
simple matter in an electric. 

ECONOMY-—Saving of foods that ordinarily 
spoil in the average refrigerator; saving of time 
and energy under the clean, troubleless regime 
of an electric; saving of energy in keeping a 
clean, sweet atmosphere about your foods; all 
these make an electric a great economy. 

CLEANLINESS—Having no constant melting 
going on, no drip pans to watch, no wet atmos- 
phere to contend with, no mopping up to do 
after muddy shoes—what a joy to own an elec- 
tric! 

NO WORRY—The modern electric refrigera- 
tor of today is practically no worry. Installed 
quickly by your local service man, guaranteed 
to be free from trouble for a long period, and 
it suns itself. Only when needed does it use 
current. The average home uses little, if any, 
more current than was formerly paid for ice. 

Let us explain how easy it is to install and 
pay for in your home, 


Send the enclosed card NOW! 


Mailing No. 11 (Folder) 


Numbers 11 and 12 were prepared after the 
other ten pieces had been completed, as it was 
thought best to have one mailing each month 
of the year with newspaper ads between. 


i @ 

OUT DOOR 
Winter 

_ Refrigeration: 


Layout for front page of folder for 
eleventh mailing 


Mailing No. 12 (Folder) 


The two mailing pieces on this page to be 
fully personalized and cuts and drawings used 
to convey these two thoughts—‘OUTDOOR 
vs. INDOOR winter refrigeration” and “THE 
ELECTRIC REFRIGERATOR” as the family 
Christmas gift. Sketches shown are merely sug- 
= They will be produced same quality as 
others, 


Layout of front page of folder for twelfth 
mailing 


an unusual E  Sinartuaiel 


now open to distributors 


EXCLUSIVE TERRITORY for 


ARGOWAND 


HEAVY DUTY 
POSITIVE VACUUM CLEANER 


5 ee improved portable vacuum cleaner 
offers these exceptional advantages : 


Presents no servicing problems. No increase in your present 
overhead. Fills in gaps between selling seasons. Gi 


ives unusual 
profit in proportion to sales effort. A stable proposition —a 
product of the American Radiator Company. 

Here are some of its unique sales features . It takes out 100% more 
dirt than ordinary vacuum cleaners. Doeg its work in half the time. 
Consumes less current per square foot. Equipped for every kind of 
surface—rugs, draperies, upholstery, walls, floors. It is compact, quiet, 
99.5% efficient. Saves labor—saves rugs—saves repair bills. 


To get the exclusive distribution in your 
territory—write or wire us for particulars. 


ARCO VACUUM CORPORATION 
(Division of AMERIGAN RADIATOR (OMPANY ) 


40 WEST 40TH STREET, NEW YORK 


Refrigerator 


Manufacturers! 


Should remember this: Only 


Monel Metal provides ALL 
the properties essential to | 


permanently attractive . 
refrigerator trim.  &§ ‘ 


iG 
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Soar 


Re 


Monel Metal trimmed Rex 


— | 
* 


Leading manufacturers of Pe io 
refrigerators are using 
Monel Metal trim because: 
1. Itis permanently bright and = Z 
attractive. ¥ 


2. It is easy to keep clean be- im 
cause of its rust-immunity x 
and corrosion-resistance. 


3. Its stee'-like strength makes 
it hard to dent or scratch. 


4. Its surface never shows signs 
of wear—it has ro coating 
to wear off. 


5. Its general good looks and 
ornamentai value enhance 
appearance and salability. 


6. Itis being advertised toAmer- 
ican housewives through 
leading National magazines. 


Monel Metal is a4 technically 
contro Nickel- 
of high nickel content. It 


Refrigerator, mfd. by the 
REX MANUFACTURING 
COMPANY, Connersville, 
Ind. Fucy 


e 


THE INTERNATIONAL NICKEL COMPANY Nc.) 


Send for *‘List B’’ of Monel Metal and Nickel Literature 
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ELECTRIC REFRIGERATION NEWS, FEBRUARY 1,1928 


LOCAL NEWSPAPER ADVERTISING 


Rough Sketches of Suggested Advertising to Tie In With 
Direct-By-Mail Campaign 


Below are shown rough sketches of 
a series of twelve advertisements 
suggested for use by central stations 
in local newspapers and designed to 
tie in with the personalized direct- 
mail campaign described on page 4 
and 5. 

These advertisements are of the 
type which should be used to sell the 
“idea” of better refrigeration in the 


home, rather than to emphasize the 
features of a particular machine. 
The layouts are, however, only in- 
tended to suggest the possibilities and 
other copy may be substituted if de- 
sired. 

The Texas Power & Light Com- 
pany will use this series as part of 
their campaign in 400 small commun- 
ities served by the company. Ap- 


proximately $20,000 will be expended 
for this newspaper advertising. 

Health, convenience, comfort and 
pride of possession are the appeals 
featured in these advertisements— 
appeals which, experience has shown, 
are most effective in interesting the 
home buyer in the advantages of elec- 
tric refrigeration. 


“So Very Simple.” 


1. 
2. 
3. “Freedom.”’ 
4. 
5. 


6. “Sparkling Cubes.” 

7. ‘“‘Here’s What Your Neighbor Thinks.” 

8. “Horse and Buggy Housekeeping.” 

9. “Back Porch Refrigeration—Not So Gosd.” 
10. “Cellars as a Means of Refrigeration. 
11. ‘Less Than Twenty Days Are Right.” 
12. ‘The Family Christmas Present.” 


LOCAL NEWSPAPER CAMPAIGN 


“The Heart of the Home.” 


“Safe, Odorless, Automatic.” 
“Their Health Depends on Food.” 


The Ueart of the Home 


Loks of fun Enterkaming 
wilh an Elecktuvac- 
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CENTRAL POWER Co. 


Advertisement No. 1 

A good interest started showing the possibil- 
ity and SIMPLICITY of ownership by the 
average family. 


Advertisement No. 2 


All of us like to have guests but many hesi- 
tate because of the expense and trouble. Mak- 
ing hospitality inexpensive and a real pleasure 
is a very effective sales point. - 


SPARKLING/ 


Yoo KNOW THEY ARE BEGeuse You 


TASTY DESSERTS 


= CENTRAL POWER Co. © CENTRAL POWEO CO 


Advertisement No. 5 


Food preservation taken from the angle of 
the family HEALTH, and in the copy the 


Advertisement No, 6 
Dramatizing an idea we all have at times, 


TREEDOm / 
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Your Electric Sovvank . 
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CENTRAL POWER 


Advertisement No. 3 

Following up the automatic idea with what 

interests all women—more freedom and _pleas- 

ure in daily tasks. All these illustrations are 

to be perfected in pen and ink, crayon, wash 
and other effective newspaper treatments. 


Advertisement No. 4 
Bringing out three talking points that our 
friends, the ice manufacturers, use. Any 
machine that does not answer to this descrip- 
tion should correct the engineering problem 
involved. Practically all the best makes can 
use it. 
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CENTOAL. DOWER CO, 


CENTRAL POWER Cd. 


Advertisement No. 8 


This illustration should depict a comparison 
between back-porch refrigeration and modern 


Advertisement No. 7 


Two or three good letters from users of 
ELECTRIC REFRIGERATORS could be used 


when we see dirty ice men and drippy, soiled- 
looking ice, blocks of ice on sidewalks, etc., 
and wonder what went into the making. 


most effectively in this manner, to offset any 
adverse propaganda, and the testimonial letter 
is nearly always effective, if the names mean 


thought of quantity buying and consequent sav- 
ings can be brought out. 


inside electric refrigeration and could also have 
a small cut in of a horse and buggy on one 
side and a modern automobile on the other as 
comparatives. 


CENTRAL POWER CO 


Advertisement No. 9 

This rough sketch is to be finished up to 
depict the idea of food on porches being at the 
mercy of animals, insects, freezing, being rained 
on, etc. 


Advertisement No. 10 

yaf This method of winter refrigeration is used 
-4y in the country homes, small town homes and 
many city homes. Mo!d, bugs, dampness, slip- 
pery stairs, darkness and spoiled foods all argue 
against it. 
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CENTRAL POWER ©. 
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Advertisement No. 11 


ECONOMY of operation is the key idea here 
and is a major consideration in any sales argu- 
ment. The idea pictured above can be made 
very graphic and it may be strengthened by hav- 
ing a refrigerator incorporated in the illustra- 
tion. 

Advertisement No. 12 

An ai to stimulate winter buying of electric 
refrigerators. The drawing should be as Christ- 
masy as possible and should take in the entire 
family. 
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ELECTRIC REFRIGERATION NEWS, FEBRUARY 1, 1928 


“HOW TO USE THE MERCHANDISING PLAN 


Suggestions for Co-ordinating Local Activity in the Central 
Station Program to Sell Half a Million Electric 


Refrigerators in 1928 


Sales Helps 


All sales crews and local salesmen should 

work under the close supervision of the 
central bureau of general office of the com- 
any. 
MThe newspaper advertising, direct mail, 
displays and educational demonstrations 
will furnish every local office with as 
many }rospects as can be followed up and 
closed, if co-operation is met with all 
along the line. 

A systematic plan of sales procedure 
should be outlined to follow the adver- 
ing, and whole-hearted, enthusiastic work 
by each salesman will result in more elec- 
tric refrigerator sales than was ever 
thought possible. 

This campaign is based on full tie-up 
and taking fullest advantage of the immense 
amount of money being spent by the vari- 
ous manufacturers and LOCALIZING the 
demand. 

The more each salesman stays away 
from discussion and knocking of his com- 
petitors’ machines, the better for the entire 
industry. He should stick to selling the 
“Idea” of electric refrigeration. 

A large enough supply of the various 
pieces of advertising material should be 
ordered to give each salesman a few to use 
in his follow-up, but not enough to waste. 
Each salesman and local manager’s name 
should be on the mailing list so he will 
know when and what is going out. He 
feels more a part of the compaign if this 
is done and is able more intelligently to 
co-operate. 

Every salesman should be thoroughly 
sold on electric refrigeration as a means 
of preserving foods before attempting to 
make sales, and a full knowledge of the 
campaign will help to accomplish this. 


Educational Meetings 


Every local office should keep a close, 
definite check on all inquiries, and pros- 
pect calls originating from any source 
should be followed until closed or abso- 
lutely hopeless. Failure to follow up loses 
more sales than any other cause. All the 
year regular salesmen should work the 
prospects and if they follow the line of 
reasoning in the advertising campaign, a 
new point will be brought out at each visit. 
A weekly sales check and sales meetings 
between the local manager and the sales- 
men and a report of weekly results to the 
central office stimulates effort. 

About twice each year an economist and 
a “pep squad” or sales crew should visit 
each town and hold a demonstration school 
or meeting. Music, souvenirs, food talks, 
moving pictures, prizes for frozen recipes, 
and various methods of arousing interest 
may be used to advantage, and a close tie- 
up with the ideas outlined in the adver- 
tising. 

These meetings should enliven the sales- 
men and local managers and start new 
prospects for immediate closing. The big 
job of these crews is not to sell machines 
so much as to educate salesmen and the 
public by visual demonstrations and bring- 
ing in new enthusiasm and an_ outside 
viewpoint. 


Crew Activity 


The men and women composing these 
gtoups should be real salesmen, should 
know electric refrigeration thoroughly, 
should be pleasant and know how to work 
with the local sales force. 

They should not be forced to talk up 
one machine so much as ELECTRIC 
REFRIGERATION, for no central sta- 
tion knows when they may change the 
make of refrigerator sold. 

The economist can combine her efforts 
to ices, salads and other foods that will 
be simp'c of preparation, and the demon- 
stration machine should be kept looking 
tip-top during the meetings, and by all 
means, should be properly serviced before 
being placed on the floor. 

These sales crew men should be required 

tween meeting hours to accompany local 
slsmen into homes and help to close up 
‘ales. In this way, the local men secure 
the full benefit of an outside viewpoint, 
acquire new sales talk and the inspiration 
ee from time to time by all sales peo- 

€. 


Window Displays 

The windows of every salesroom or store 
should be utilized’ the the fullest extent. 
ls committee can work out a full plan 
| thought necessary. 

It is a mistake for the power company 
0 allow local managers to go blindly at 
‘uch an important task. Competent win- 
dow display men should constantly go the 
founds of the local display rooms, his car 
led with material for placing window 
isplays. The central office should be 
"sponsible for purchase of all necessary 
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materials and much money saved by rota- 
tion of displays in the various towns, and 
where there is one main office, the problem 
is simplified. 

Proper cards, machines, appliances, arti- 
ficial foods, streamers, draping materials, 
paints, tacks, photographs, etc., should be 
kept in quantity at the central office, and 
new ideas constantly furnished the window 
display men by the advertising department. 

A full set of window cards, streamers 
and display material could be worked up 
if the association wishes to go into that 
much detail. 

Even after this material is received, how- 
ever, the services of a competent display 
man will pay big dividends in added attrac- 
tiveness and the sales value of displays. 


Local Managers 


The manager of each local sales office 
should be brought into the central office 
at the beginning of the campaign and at a 
dinner sales meeting have each and every 
detail of the purpose of the campaign 
explained to him. 

The extreme importance of furnishing 
the central office with the proper mailing 
list should be emphasized. The prompt 
mailing of each piece on date received in 
his office, the close following up his sales- 
men should make, the necessity for mechan- 
ical understanding of the various refrig- 
erators, the maintenance of interest by 
weekly reports on work accomplished, the 
prompt insertion of newspaper advertise- 
ments—every phase of the sales effort 
could be stressed at these meetings to be 
passed on to the contact men. 

These local managers should be required 
to send in, every Saturday night, a full 
report of the previous week’s sales activity 
on refrigerators. 

His office should be ready and equipped, 
installing and servicing refrigerators before 
the intensive campaign begins. 

During the entire year, he should divide 
his window space with other appliances on 
a PLANNED basis, giving electric refrig- 
erators space during a specified part of 
each month. 

The local managers are the key men 
and should be kept “sold” and interested 
by every possible means. Crew mien, cen- 
tral bureau men, the advertising depart- 
ment, must all work on the connection that 
the local manager and the local salesmen 
are the final closers and the most impor- 
tant link in the sales chain. ae 

Of course, where the company activities 
are concentrated in one large.*center, the 
work is made easier and ,all the forces can 
be utilized to a greater degree because of 
all departments being closely allied. 


The Central Office 


Where there are many offices working 
out of one, the central station headquar- 
ters office should maintain a department to 
care for every detail, and for checking up 
the local offices on proper mailing lists, 
care in keeping up the schedule, prospect 
follow-up, weekly sales reports from every 
salesman, window displays, co-operation 
with sales crews, placing of local adver- 
tising in newspapers, keeping proper stocks 
of material on hand at all times and filling 
orders promptly for such material. 

This central station bureau should be 
responsible for the employment of sales 
personnel as far as crews and territory 
men are concerned. 

Meetings in the headquarters city of 
local managers should be supervised by the 
central bureau, and these meetings should 
be in the hands of men who can put on 
real “pep” meetings and give the managers 
real information to take back to their home 
offices. 

Each central station advertising office 
should have a representative at the national 
convention that they may better under- 
stand the entire big plan and co-operate 
more intelligently. These representatives 
should be capable of absorbing the real 
size of the national plan and take it back 
to the meetings with local managers. 

Careful, thoughtful planning and thor- 
ough co-operation with the various units 
is a duty of the central bureau, as the 
headquarters of the company is the sup- 
ply house of inspiration, the guiding hand 
and the source of reward. 

There can be no lagging of interest on 
the part of the central bureau or it will 
communicate itself to the remotest corner 
of the territory. 


The Tie Up With 
Manufacturers 


Every power and light company features 
one or more makes of electric refrigera- 
tors and some of us are very decided in 
our views of the relative merits of the 
various machines. 

It is the thought in this plan that the 
more we sell the IDEA of electric refrig- 


eration, the more machines will be sold, 
and it is best not to confuse the housewife 
with too much detail and controversy over 
the mechanism of the special machine you 
happen to have in your salesroom at that 
time. 

As time goes on and improvements are 
made, most all electric refrigerators will 
do the job in about the same way and no 
power company or dealer can be sure he 
will not change the make he handles at 
some time. Although this is not the out- 
standing reason for the campaign, the 
power company can just as well be sup- 
plementing the very good advertising sent 
out by his manufacturers and tie the name 
of the company up in the minds of elec- 
tricity users with the appliance and elec- 
tric merchandise service. 


Another reason this campaign is neces- 
sary to power companies is that no com- 
plete and satisfactory sales campaign is 
going to be offered from a single manu- 
facturer, putting forth the idea from the 
power and service angle, instead of the 
“trade marked machine” angle. Every 
manufacturer has valuable advertising 
material to offer us and this material 
should be used and sent out on PLANNED 
mailing dates between the mailings of this 
campaign. In this way, both the IDEA 
is sold and the MACHINE is sold and 
everybody is happy and the sales made 
easy. 

(Continued on Page 8) 


Known Measures 
of Quality 


You will instantly recognize the high quality standards to 
which SAVORY Refrigerators are built, if you just glance 
over the specifications below. ‘Our mammoth, modern plant 
is one of the few in the country where such boxes can be 


Full Porcelain 


2" ARMSTRONG Cork Board 
Dipped Hydrolene Seal 

14" Dead Air Space 
ARMCO-Ingot Iron Base 
Non-warping Wood Frame, 
Seamless-Welded Liner 

Sanitary Rounded Corners 
Attractive Aluminum Trim 
Heavy Nickeled Hardware 
WIRP’S Air-Tight Door Gaskets 


Special Designs 
Manufacturers may still contract for 
boxes built to their own specifica- 
tions. 

Dealersmay now buy standard mod- 


els direct, under our own nationally- 
advertised name. 


Write for new Catalogue p 


SAVORY, INC. cHicics . 


For 90 years, makers of quality kitchen equipment, 


built complete, including porcelain liners and sheathing. | 


by us. 


THE PLAN ENDORSED BY YOUR ASSOCIATION FOR 1928 


Selling 
4 <n? 
“IDEA 
0, 


Electric Reftigeration 


Cenfral Stations 


PLAN SUBMITTED 
hy G.B. RICHARDSON 


NATIONAL CHAIRMAN 


_ complete plan of selling the IDEA of Electric refrigeration, 
as submitted to the National Electric Light Association by Mr. G. 
B. Richardson, Chairman of the National Refrigerating Committee, and 
which was so heartily endorsed by the Association, is now being produced 


The Direct Mail personalized pieces, the letters, the mats for the news- 
paper ads we are producing for Mr. Richardson to be used in every town 
where his company operates. 
Every Central Station should use this PLAN. Let us know by wire or 
letter just how many prospects on your list and we will furnish further 
information by return mail. 


Do it now! So that your campaign can be produced along 
with others, and you can profit by quantity production. 


- WALRAVEN BROTHERS, INC. 


DALLAS, TEXAS 
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ELECTRIC REFRIGERA 


TION NEWS, FEBRUARY 1, 


1928 


(Chart Showing the Essential Elements of the N. E. L. A. 
Committee’s Plan to Sell the Idea of Electric Refrigeration). 


“Selling the Idea” 


ELECTRIC REFRIGERATION IN THE HOME 


By Central Stations aT oe the United States 


ADVERTISING 


SALESMEN 


DEMONSTRATIONS 


National Advertising 


QUALITY SERVICE 


HERRICK 


ee SERS ir REPRICER ALORS 


ELECTRIC REFRIGERATION 


HERRICK sia atrial laadetd shoe co. 
1019 Cedar St. Waterloo, sith 


Cromtmucon 
HP PHORmMEZOO 


REFRIGERATION STAMPINGS 


We Specialize in the Design and Manufacture of 


ICE CREAM CABINETS 


We make them complete or furnish parts separately 


Brine Tanks Cooling Units 
Unit Supporting Bases and Perforated Metal Covers 


METAL HOUSEHOLD REFRIGERATORS ‘Complete) OR CAN FURNISH 
OUTSIDE STEEL PANELS, INSIDE LININGS, LOUVERED PANELS, 
LEGS, ETC., SEPARATELY 


We Solicit Your Inquiries and Specifications 
DETROIT 


We Have a Competent Engineering Staff to Help You - 


MOTORS METAL MFG. CO. 


by Manufacturers Real Prospects Economist - MICHIGAN 
| | | ; — 
Local Newspapers Systematic Plan Souvenirs SPECIFY A a ¢ U L SULPHUR DIOXIDE 
Di | B | | Write Us— 
ial Capen, Follow-Up By Plan Contests There is a Satisfied User Near You 
| = a | The Product With a Factor ih Safety | 
Street Car Cards Check Up On Results Music ANtvasp SUL" DIOXIDE 
| Absolute Protection for Refrigeration 
Billboards Central Bureau Decorations ANSUL CHEMICAL COMPANY 


Sales Helps 


Cooperation with 
Advertisers 


‘“‘Pep’’ Squad 


Window Displays 


Local Cooperation 


Office Supplies 


What the Association 
Is Trying To Accomplish 


This association has as its purpose only 
the prime object of bringing the men in 
this business together to promote the best 
interests of the industry and to make more 
sales. 

This newspaper and direct mail cam- 
paign will, most certainly, increase sales 
and make your salesmen and sales crews 
more valuable by opening up doors for 
them and keeping prospects enough ahead 
to keep them on their toes and busy every 
minute. The information and ideas laid 
out will make sales contacts turn into sales 
with less effort, and the prestige and good- 
will created by this calibre of campaign 
will be of great value on sales of other 
merchandise. 

The association needs to work concert- 
edly, to be aiming for a definite goal, to 
all be thinking to the same end and accom- 
plishment. Nothing can bring all units 
together as well as to all be using the 
same big plan—send out the campaign to 
every real prospect on your lines, run your 
newspaper schedule as outlined, talk regu- 
larly to your salesmanagers and local man- 
agers, keep the sales crews active and 
livened up, from the executive and sales 
offices and exchange ideas and suggestions 
with other members of the association. 

As my first contribution to the associa- 
tion, your chairman believes this campaign 
will sell electric refrigeration. 

In our own towns and cities in Texas 
we are selecting the cream of each city 
for our first mailing campaign and will 
use the newspaper campaign as outlined, 
together with all matter suggested here- 
with. A plant in Dallas that has national 
distribution and several offices over the 
country will handle the entire campaign 
for us. 

This plant has full facilities for print- 
ing, color work, individualizing each piece 
with the recipient’s name, signing, letter 
production, mailing complete—except each 
office will take care of the actual placing 
of mail in LOCAL postoffices. 

This company is competent to take care 
of this national campaign, and handling it 
through a centralized office is best, because 
it avoids duplication, confusion, loss of 
time, effort and money. Each member 
wishing to participate should have his lists 
compiled in all haste and turn them in to 
the committee, with proper authorization. 

For cuts and art work, we are relying 
for some of the three-color cuts on the 
manufacturer’s furnishing, which you see 
them tipped in here, but sketches and hand- 


lettering and such needed cuts are included 
in the above costs. 

The more members using the campaign 
will, naturally, lower the costs, and by the 
time ths MASTER CAMPAIGN BOOK 
is ready for printing, this page can carry 
more definite cost information as to what 
the full campaign will cost you, separate 
pieces, mats, cuts and other material. 

Enough of these MASTER CAM- 
PAIGN books should be produced so each 
individual sales executive may have one as 
soon as is physically possible, then each 
power company can order just what is 
suited to the individual need. This should 
be done at once, and if the association sees 
fit to make an appropriation for this pur- 
pose, work can be started immediately and 
the books mailed out without loss of time. 

Using Texas Power & Light Company 
mailing pieces to paste into the campaign 
book will save the association money and 
will also save time, as they will all be 
made up at one time and enough extras 
can be run off for this purpose. The other 
material necessary—newspaper ads, blue- 
prints, typed survey, etc—can be ready 
within a very reasonable time, after the 
order is given to go ahead. 


Attendance at Chicago Meeting 


G. B. Richardson, Chairman, Texas Power and 
Light Co., Dallas, Texas. . 

Louis S. Leavitt, Secretary, Bennett-Watts-Hay- 
wood Co., Chicago, IIl. 

A. B. Collins, Alabama Power Co. 

Rudolph Stand, Benjamin Electric Mfg. Co., 
Chicago, IIl. 

Ell C. Bennett, 
Chicago, Il. 

F. Brigham, 629 West Washington Street, Chi- 
cago, Ill 

Frank. A. Coupal, Buffalo, 
Power Corp., Buffalo, N. 

J. W. Devereaux, Byllesby Engineering and Man- 
agement Corp., Chicago, 

F. E. Gault, Central Illinois Public Service Co., 
Springfield, 

A.. C. Crandall, Co., 
Chicago, IIl. 

R. J. Wilder, Central Massachusetts Electric Co., 
Palmer, Mass. 

Cc. O. Dunten, Central and Southwest Utilities 
Co., Chicago, I 

Lester M. Branch, Commonwealth Edison Co., 
Chicago, III. 

William T. Reace, Commonweg]th Edison Co., 
Chicago, Tl, 

J. C. Burton, Detroit Edison €p., Detroit, Mich. 

a # Groegyeod, I Edison Electric Illuminating 
Co., Bostop, Mass. 

Frank B. Rae, Jr., Electrical Merchandising, 
Cleveland, Ohio. 

Rew, Sutliffe, Electrical Merchandising, Chicago, 


Bennett-Watts-Haywood Co., 


myers and Eastern 


Central Indiana Power 


F. M. Cockrell, 
Detroit, Mich, 


Erecrric Rergicgration News, 


H. A. DeLashmutt, Etecrric REFRIGERATION 
News, Detroit, Mich. 
T. P. Kindig, Electrical World, Chicago. Ill. 
Earl E. Whitehorne, Electrical World, New 
York, : 
George L. Jones, Jr., Frigidaire Corp., Dayton, oO. 
T. G. Supplee, Frigidaire Corp., Dayton, O. 
W. R. Winans, Frigidaire Corp., Dayton, O. 
C. A. Taylor, Frugal Electric Co., Cincinnati, O. 
H. H. Bosworth, General Electric Co., Cleveland, 
oO. 
George Fiske, General Electric Co., Kansas City, 
Mo. 
a. % Freshman, General Electric Co., St. Louis, 
0. 
Rte W. Smith, General Electric Co., St. Louis, 
0. 
B. E. Ward, General Electric Co., Chicago, Ill. 
R. J. Forsyth, Greenfield Electric Light and 


ower oO. 
Thomas F. Kelly, The Hoover Co., Chicago, III. 
P. L. Miles, Hotpoint Co., Chicago. Il. 


a ad Taber, Iowa-Nebraska Light and Power 
° 


E. G. Nichols, Iowa Railway and Light Corp. 
O. P. B. Johnson, 702 East Ewing Avenue, 
South Bend, Ind. 

F. H. McCullough, Kansas Gas and Electric Co., 
Wichita, Kans. 

H. W. Burritt, Kelvinator Corp., Detroit, Mich. 

Theodore Slade, Kelvinator Corp., Detroit, Mich. 

A. H. Jaeger, Leonard Refrigerator Co., Grand 
Rapids, Mich, . 

H. M. Parsons, Landers, Frary and Clark. 

W. Normand Tankersley. Middle West Utilities 
Co., Chicago, Ill. 

R. F. Judd, Mississippi Power and Light Co., 
Jackson, Miss. 

Roy Page, Nebraska Power Co., Omaha, Nebr. 

W. E. Clement, New Orleans Public Service, 
Pi New Orleans, La. 

H. Wilder, Northeastern Power Co. 

H. i. Davis, Northern Ohio Power and Light Co. 

Carl J. Johnson, Otter Tail Power Co., Fergus 
Falls, Minn. 

C. E. Yacoll, Penn.-Ohio Edison Co. 

H. W. Wood, Penn.-Ohio Edison Co. 

a ¢. Anderson, Peoples Gas, Light and Coke 
Co., Chicago, IIl. 

J. P. Walsh, Peoples Gas, Light and Coke Co., 
Chicago, Til. 

H. C. W andos, Peoples Gas, Light and Coke Co., 
Chicago, mu. 

ery B. Jacoby, Philadelphia Electric Co. 

A. Johnson, Public Service Co. of Northern 
"" HMlinois. 

F. D. Pembleton, Public Service 
Gas Co., Newark, N. J. 

Larry Kean, Servel Sales, Inc. 

E. A. Beer, Society for Electrical Development, 
Inc., New York, 2 

George E. Jaquet, "Society for Electrical Develop- 
ment, Inc., New York, N. Y. 

R. W. Foley, Splitdorf Co., Detroit, Mich. 

Norman T. Wilcox, Stone & Webster, Inc., Bos- 
ton, Mass. 

G. A. Bowin, Swartzbaugh Mfg. Co., Toledo, O. 

C. E. Swartzbaugh, Swartzbaugh Mfg. Co., 
Toledo, O. 

E. F. Schmidt, Toledo Edison Co., Toledo, O. 
C. A. Nash, United Light and Power Engineer- 
ing and Construction Co., Davenport, Iowa. 
~ Powers, West Penn Power Co., Ridgeway, 


Electric and 


Theodore Osberg, West Suburban Electric Light- 
m o. Cam Ducts Bo - 
M. ‘ erry, est ouse t 

Con Menken ing ectric and Mfg. 


MARINETTE, WIS. 


Canadian Distributor: Grasselli Chemical Co., Ltd. 
Toronto = Montreal 


ERLASTIN 


IC 


EFRIcERATIO 


A size for every com- 
mercial need, from %4 ton 
up. 40 years’ Refrigerating 
experience built into every 
Frick machine. World-wide 
reputation and advertising; 
installations everywhere. 


Distributors wanted. 


ITTINGS & 


Made From Brass Rod, 
Castings or Forgings 


For many years we have specialized in 
the manufacture of brass fittings, in 
small sizes, for connecting brass and 
copper tubing. 
In addition to fittings made from brass 
rod and castings, we are now producing 
imilar parts made from BRASS 
FORGINGS to meet the requirements 
of Iceless Refrigerator Manufacturers 
for fittings of a superior type. These 
fittings will not leak gas, air or liquids 
ander mechanical pressure. They have 
the compact grain structure, high ten- 
sile strength and smooth, flawless sur- 
faces found only in forgings. Our forged 
fittings are accurately machined, care- 
fully inspected and equal to the most 
exacting requirements. 
Send a sample or blue-print for quotations on 
parts of a special nature. Catalogue No. R-30, 
standerd fittings 


showing our complete line of 
will be mailed on request. 


— 


COMMONWEALTH BRASS CORPORATION 


DETROIT 5781-5835 COMMONWEALTH AVE. . MICH. 
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ELECTRIC REFRIGERATION NEWS, FEBRUARY 1, 1928 


Electrograph 
is and does 


all 


What 


8 


Electrograph service is two-fold 
—mechanical and professional. 


Mechanically, batteries of pat- 
ented equipment perform what 
would have been miracles of pro- 
duction ten years ago. Seven hun- 
dred workers, in day and night 
shifts, turn out multiple letters and 
mailing pieces, each perfectly 
localized and personalized. 


g 


Professionally, Electrograph ser- 
vice is complete. It furnishes 
counsel based on wide experience. 
It plans your campaign, writes the 
copy, provides the art work. And 
it administers every detail of pro- 
duction and distribution. It oper- 
ates as a bureau of your own ad- 
vertising department without add- 
ing a dollar to your pay roll. 


B 


The details others dodged, it 
reached out to organize—with the 
result that today among exclusively 
Direct Mail organizations Electro- 
graph stands pre-eminent both in 
size and scope of service. 


& 


Personalizing. Thisisthe process 
that uses the recipient’s name in a 
manner to surprise, puzzle and 
please him—puts his name in 
printer’s type on the outside of 
envelopes, on the covers of book- 
lets, on folders, broadsides, every 
kind of Direct Mail. It is as though 
you had a mail message specially 
printed for him—it catches his at- 
tention, flatters him, insures his 
friendly interest in reading the 
entire mailing piece. 


& 


Exclusive patents permit Elec- 
trograph toaccomplish, in quantity 
production at low cost, Direct Mail 
treatments that could not have 
been attempted a few years ago. 


g 


Electrograph letters, famous in 
Direct Mail, are the equal in every 
respect of hand typed letters be- 
cause address, salutation, text and 
signature are typed in a single im- 
pression through the same type- 
writer ribbon. 


8 


Administration. Electrograph 
serves 55,000 dealers, whose lists 
range from 50 names each to 60,000 
names each—keeps mailing lists 
up-to-date, maintains all mailing 
schedules accurately. 


% 


Electrograph’s clients include 
producers whose yearly sales range 


- from $25,000,000 to $250,000,000. 


They prefer Electrograph to a Di- 
rect Mail department of their own 
because Electrograph turns out 
superior work and saves them a 
huge expense for equipment, labor, 
floor space and idle hours. 
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Electrograph’s strength lies in its 
remarkable facilities for economi- 
cal production and its knowledge 
of how to apply Direct Mail with- 
out waste or error. It has reduced 
personalized Direct Mail almost to 
an exact science. It makes your 
advertising dollar go farther and 
do more. 


Selling Help. Electrograph ex- 
perience has evolved a method for 
tying up Direct Mail to personal 
salesmanship in a manner to 
strengthen and increase your sales 
control of your men. 


| The official, unanimously 
approved PERSONALIZED 
Direct Mail Campaign 


of the N.E.L.A. demands 
Just One Kind of Service.... 


ELECTROGRAPH! 


The National Electric Light Association, in 
convention at Chicago, assured the utmost at- 
tention value in the use of Direct Mail by 
unanimously approving a campaign of— 

PERSONALIZED, LOCALIZED, ONE-A- 
MONTH MAILINGS. 


Personalizing makes Direct Mail PERSONAL 
to the recipient—his name appearing in printer’s 
type on folders, broadsides, booklets or in sur- 
prise messages on envelopes. 

The mail message has all the appearance of 
having been specially, privately printed for the 
recipient. It puzzles and pleases—leads his 
mind into the advertising. 

Localizing makes Direct Mail go, straight as an 
arrow, from the Central Station into the homes 
of possible buyers—it adds LOCAL APPEAL 
to the national prestige that advertising has 
built up for electric refrigeration. It quickens 
the buying urge. 

One-a-month Mailings invoke the first law of 
all good advertising—PERSISTENCE. They 
CULTIVATE the prospect over an extended 
period—make buyers TOMORROW of many 
who say “no” TODAY. 

The Electric Refrigeration Committee of 
N.E. L. A. is to be congratulated for its selection 
of Direct Mail as a medium and for the excellent 
manner in which it worked out its ideas. 

The committeemen foresee the effect of this 
method—in reaching the key people of a com- 
munity, the leaders of thought, and setting them 
to thinking and talking electric refrigeration, 
month after month, through the year. 

The idea is sound as a dollar! The medium 
is definite, sure-fire, a proven success in the 
merchandising of many, many lines. 

But it must be adapted to Central Station 
needs—harnessed to the task at hand. 

‘How are you going to do it? How can each 
Central Station create, produce and distribute 
its own local campaign—most effectively and 


most economically? This is a highly specialized 
form of advertising. 

What firm can PERSONALIZE your Direct 
Mail—display the recipient’s name, in printer’s 
type, in unexpected places—and produce it in 
volume at LOW cost? It calls for a firm with the 
organization, equipment and experience to 
handle the job completely, accurately, on 
schedule. 

The answer is—Electrograph. This organiza- 
tion has specialized for years in personalized, 
localized, one-a-month Direct Mail. 

Probably nine out of ten pieces of Direct Mail 
that you admire most when received in your 
home were prepared for local dealers by Elec- 
trograph. 

Sales and advertising managers of organiza- 
tions whose individual yearly sales run into 
hundreds of millions of dollars—diversified lines 
such as automobiles, radio, cameras, tires and 
others—rely on Electrograph service. 

Advertising managers entrusted with the ex- 
penditure of two to five million dollars annually 
select Electrograph for their localized, personal- 
ized Direct Mail. 

The greatest, most persistent and successful 
users of Direct Mail in the world are among 


Electrograph’s clients. 


Battery after battery of personalizing and 
localizing presses are among Electrograph equip- 
ment. An organization of 700 trained workers 
and a group of exclusive patents enable this 
company to handle Direct Mail in a manner 
and on a scale you had never thought possible. 

Electrograph takes every worry, every detail 
of the campaign off the Central Station’s 
shoulders. Mailings go forward to the Central 
Station precisely on schedule—every piece per- 
sonalized, localized, sealed, addressed and 
stamped—ready for the local mail box and the 
local stamp cancellation. 

And Electrograph prices have been found, by 
leading national advertisers, to be the lowest 
obtainable in this field. 


Managers of Central Stations are invited to get in touch with us immediately. If they will give us estimates of the 
number of names to expect on their mailing lists, we will quickly supply them with full particulars as to campaign production, 
costs and other items. Prompt action is vital in this case—the Spring season is near at hand and that means ACTION. 


Electrograph 


- Individualized 


In Illinois, 


is licensed to operate under E 


Created DIRECT-MAIL Localized 


+ Distributed 


Service, Inc., Chicago, 
patents 


725 WEST GRAND BOULEVARD - DETROIT, U.S. A. 
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WAGE EARNER IS 
A GOOD PROSPECT 
AND CREDIT RISK 


Forget the Mechanical Details in 
1928, Says Denver Utility Man 


By Willis Parker 


“Out of 60 electric refrigerators which 
we sold in a period of a few weeks, 24 
or 40 per cent were sold to families who 
may be classed as average wage earners,” 
declared J. M. Eakins, manager of the 
electric refrigeration department of the 
Public Service Company, Denver, Colo. 
“By average wage earner, I mean the man 
who makes around $125.00 a month. Five 
of the purchasers were mail carriers, six 
were tramway employees and three or four 
worked in dry cleaning establishments. An 
examination of their accounts indicates that 
these men are as good credit risks as men 
earning twice as much per month, and we 
have come to the conclusion that the elec- 
tric refrigerator has reached such a state 
ot popularity that every person who is 
maintaining a home is a prospective cus- 
tomer. 

“The coming year will see more and 
more installations made in average homes, 
for the sales resistance in the domestic 
field is down to practically nothing. We 
haven’t any resistance in the apartment 
house field, and none in the commercial 
field. The only resistance we now meet is 
the customer’s belief, and rightly, too, in 
many cases, that he is financially unable 
to make the purchase. 


Tenants Are Good Risks 

“In the domestic field every housewife 
dreams of the day when she, too, can have 
an electric refrigerator, so we are not con- 
cerned with the possibilities of uncovering 
prospects in 1928. Thus far, electric refrig- 
eration salesmen have concentrated most of 
their efforts on the home owner, figuring 
he is a better risk than the tenant. Hence- 
forth we will be looking to the tenants for 
the bulk of our domestic installations, and, 
when it comes to credit risks, many ten- 
ants are better risks than some of the 
home owners. 

“My opinion is that the electric refrig- 
erator salesmen will have to change their 
selling talks in 1928. We have based our 
sales talks largely on the mechanical side 
of the question, and incidentally brought 
in the convenience element. _ That was all 
right in the days of pioneering, for un- 
doubtedly the prospects were as much 
interested in how the machines worked as 
they were in the convenience they afforded. 
Playing up the working side of a refrig- 
eration unit was a good idea, for it aroused 
interest. 

“But now the public knows how the 
machines work and why—at least they 
have had plenty of opportunity to gain 
this information from reading literature on 
the subject, from discussing it with friends 
and from listening to what the salesmen 
had to say on the question. Now, the pub- 
lic is interested in the convenience and 
plans by which purchases may be financed. 
That will be our talking points in the 
future. 


Avoids Reference to the Refrigerant 


“One of the reasons why we are drop- 
ping the mechanical angle of our sales 
talks is to escape the reference to the 
chemicals used in refrigeration. Upon 
analysis we find that many sales have been 
lost by the electric refrigerator salesmen’s 
references to the chemicals in their ma- 
chines and those of their competitors. If 
you suggest that the chemical used in your 
competitor’s machine is a dangerous poison, 
should a leak permit the gas to escape into 
the house, your prospect wants to know 
immediately what kind of chemical is used 
in your machine, and, regardless of what 
you may say in favor of your chemical, the 
prospect’s curiosity is aroused and he or 
she will not wait until she asks someone 
else what would be the results in case your 
refrigerator sprung a leak and the gas was 
permitted to escape into the house. Per- 
haps she would ask the question of your 
competitor and of course he will say imme- 
diately that the results might be discom- 
fiting to say the least. Therefore the cus- 
forting to say the least. Therefore the cus- 
tomer distrusts all makes of electric refrig- 
erators. 


Prospect Interested in Convenience and 
Cost of Upkeep 

“What the customer wants to know now 
is, not whether the chemical used is sul- 
phur dioxide or ethyl chloride, but how effi- 
cient your refrigerator is and what it will 
cost a month to run it, plus the convenience 
such an appliance affords. 

“Our campaign for the coming year 
looks upon every family, whether home 
owners or not, as prospects. Not long ago 
we made apeculiar commercial installation 
in a poultry house to provide cold water 
for chilling chickens after they had been 
dressed. So much more efficient was this 
installation than the old method of using 
ice, that the employees in the place noticed 
it and four of them have since purchased 
electric refrigerators for their homes. This 
proved to us that the employees of com- 
mercial establishments, where commercial 
installations have been made, are likely 
prospects for domestic units. They already 
know the efficiency and convenience of elec- 


Government Displays Graded Meat 
In Electrically Refrigerated Unit 


WHEN. 


a © ae 


OU BUY MEAT 
BE SURE OF ITS QUALITY 


a 


Graded meat section of the U.S. Department of Agriculture exhibit at the Inter- 
national Live Stock Show held at the Union Stock Yards, Chicago, during the 
early part of December 


In the case were displayed cuts from 
both prime and common beef arranged for 
comparison. W. C. Davis, of Washington, 
who was in charge of the exhibit, told vis- 
itors how to distinguish the different 
grades and how to bring out the good 
qualities of each in the cooking. In the 
background were life size figures of car- 
cases labeled according to grade and show- 
ing the ribbon stamp used by the govern- 


ment graders in marking the carcases down 
their full length so that the stamp appears 
on every one of the wholesale cuts when 
sold. 

The freezer display case used in the 
exhibit was manufactured by the Sherer- 
Gillett Co. of Chicago. The chilling unit 
may be seen running the length of the 
case at the top. 


tric refrigeration, which removes a big por- 
tion of your selling arguments, leaving you 
nothing more than price and terms to dis- 
cuss.” 


GENERAL ELECTRIC 
OFFERS ELABORATE 
NEW RECIPE BOOK 


“Electric Refrigerator Menus and Rec- 
ipes” is the title of a new 144-page book 
containing recipes prepared especially for 
the General Electric refrigerator, by Miss 
Alice Bradley, principal of Miss Farmer’s 
School of Cookery, and cooking editor of 
the Woman’s Home Companion. 

This new recipe book, probably the most 
elaborate thing of its kind yet published, 
has been produced with the idea of helping 
owners of General Electric refrigerators 
to receive the greatest value and pleasure 
from their machine. In the foreword, Miss 
Bradley, author of the book, says in part: 
“To many people, electric refrigeration is 
still such a novelty that they scarcely real- 
ize the range of its possibilities. It is 
almost like having an Aladdin’s lamp and 
not knowing the right way to rub it. 

“The owning of such a refrigerator is a 
form of health and happiness insurance 
which every home-maker in America 
should have the privilege of enjoying. 
For those of you fortunate enough to own 
one, the information on the following pages 
is intended to make its use as pleasant and 
valuable as possible. Most of all, I hope 
you will find real joy in creating new 
frozen combinations and finding new uses 
for your General Electric refrigerator.” 

This work, dedicated “to the modern 
American home-maker,” is opened with a 
number of menus worked out for various 
occasions and situations. Typical headings 
for these menus are “Party Menus for 
Children,” “Menus for Week-End Guests,” 
and “Menus for Informal Luncheons.” 

Following these are a number of pages 
devoted to general directions in regard to 
the care and use of an electric refrigerator. 
Directions for defrosting the chilling unit, 
arranging the contents of the refrigerator, 
for cleaning, for carrying for left-overs, 
and for the preparation of desserts that 
are to be chilled or frozen. 

Detailed directions with illustrations in 
full colors next follow, covering the prep- 
aration and serving of a variety of dainties 
including cold soups, fruit cocktails, frozen 
salads, ices, sherbets, parfaits, ice cream, 
ice cream sandwiches, and numerous other 
dainty dishes. A number of blank pages 
are left in the back of the book for new 
and favorite recipes. 

Stiff board covers, attractively done in 
a silver and green combination, protect 
the inside pages which are profusely deco- 
rated with colorful illustrations. 


ADDITIONS TO STAFF OF 
MANUFACTURERS ASSOCIATION 


Appointment of two additional staff offi- 
cers of the National Electrical Manufac- 
turers’ Association is announced by Alfred 
E. Waller, managing director. Engineer- 
ing matters affecting the entire membership 
will hereafter be correlated and directed 
by W. J. Canada, formerly of the National 
Fire Protection Association. 

Mr. Waller also announced the appoint- 
ment of Harold T. Melhuish, with duties 
of handling the increased association busi- 
ness of members of the N. E. M. A. radio 
division, especially in such matters as mer- 
chandising, statistics, contact with broad- 
casters, relations with other branches of the 
industry and similar activities. Both ap- 


pointments were effective January 1. 


“You certainly have made a wonderful 
improvement in your paper from what it 
originally came out some two years ago. 
We are watching it grow with a great 
deal of interest and you surely are to be 
greatly congratulated.”—J. J. Leonard, 
sales manager, Seeger Refrigerator Co., 
St. Paul, Minn. 


MASTER ELECTRIC CO. HOLDS 
ANNUAL SALES CONVENTION 


The annual sales convention of the Mas- 
ter Electric Co., held at Dayton, O., Jan. 
9-10, was one of the big events in the his- 
tory of the company. An extensive pro- 
gram of conferences and entertainment was 
laid out for the visiting representatives by 
George A. Arnold, manager of the adver- 
tising and sales promotion department. 

The convention was opened with an 
address of welcome by E. P. Larsh, presi- 
dent and general manager, and was brought 
to a close with a banquet at the Engineers’ 
Club, Tuesday evening. Approximately 
100 guests attended this function. 

During the convention, the new Master- 
fone, a product of the company, furnished 
electrically produced music to all depart- 
ments of the plant. This system was per- 
manently installed and is now operated 
every working day from 12 to 1 P. M. 


Electro-Kold Announces New 
Dealer Connections 


Electro-Kold Corp., Spokane, Wash., 
manufacturers of domestic and commercial 
units, announces the following new dealer 
connections: Savage & Sons, Reno, Nev.; 
W. I. Hargis & Co., Eugene, Ore.; Reli- 
ance Grocery Co., Centralia, Wash.; Can- 
ar Bros., 5813 Sunset Blvd., Hollywood, 

alif. 

Canady Brothers will merchandise Elec- 
tro-Kold in the metropolitan district of 
Los Angeles, in conjunction with the New- 
bery Electric Corp., 726 South Olive St., 
Los Angeles, who will continue as associate 


—— 


Trutulife Realistic F oods | 


Add that necessary touch to the pro 
display of kitchen equipment 


Trutulife Wax Products Co, 


27 Erte Sr., Mitwaukee, Wis. 
Wax and Composition Displays of Quality 


NOVOID———Y 


CORKBOARD 


Insulation 

For all commercial jobs you will find 
NOVOID Corkboard Insulation the mogt 
satisfactory insulating material for the pur. 
pose. It is convenient to use. It comes jp 
12"x36” and 24”x36” sheets, in 1”, 114”, 2" 
3”, and 4” thicknesses. Shipped in strong 
fibre containers, each containing 72 hoard 


feet. Samples on request. 
Write for Catalog E 


Cork Import Corporation 


345-349 West 40th Street 
NEW YORK 
Branches in Principal Cities 


| 


dealers. 


Ferro Porcelain Enamels are 
Known the World Over for 
their Snowy Whiteness and 
Easy Workability. 


Writs For “MEN & METHODs” 


The Ferro Enamel Supply Co. 
CLEVELAND, OHIO 


E. T. L. Service 


Testing and experimgntal laboratory service for manufacturer, distributor, central station 
Test data exclusive property of client 


ELECTRICAL TESTING LABORATORIES 


80th Street and East End Avenue, NEW YORK CITY, N. Y. 


for Domestic and Commercial 
Electric Refrigeration 


WORLD’S FINEST 
Electric Refrigeration 


arts. Compare it with 


industry. 


Imagine . .. if youcan . .. an automobile 
with a motor that has only 3 moving 


ifficult, yes, but only by so doing can 
you understand the marvelous simplicity 
of the NORGE system of electric 


refrigeration that is revolutionizing the 


Only 3 moving parts... that’sall. All 
operate submerged in oil under pressure. 
Quiet, too, for the Norge is of the 


NORGE | 


NORGE CORPORATION + - » 


not of t 


existing cars. engine). 


rotary type (like an electric motor) anc 

e piston type (like a gasoline 
This makes it as smooth as 
velvet in operation—and it gets better 
and better with use. 


By all means investigate Norge. Investi- 
gate the adequately financed organiza- 
tion behind it; the experienced personnel ; 
the complete—and different—merchan- 
dising plan that is ready for dealers. 
Your inquiry is solicited. Write or wire. 


DETROIT 
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Automatic Controls 
Belts “V” Type 
Brine Tanks 
Condensers 
Expansion Valves 
Float Evaporators 
Ice Trays 


ic 


~ 


y, 


THE BUYERS’ REGISTER 


DEPENDABLE PRODUCTS 
FO . 
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For Information, Write or Wire 


The Electric Refrigeration Industry 


F. B. RILEY and ASSOCIATES 


FACTORY SALES AND ENGINEERING REPRESENTATIVES 


320 BEAUBIEN ST. 33 


DETROIT, MICH. 


Standard Refrigerating Appliances 
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Liquid Filters 
Liquid Receivers 
Lubricating Oils 
- Metal Bellows 

Motor Pulleys, Fans 
_ Scale Traps 
Shaft Seals 


Pr 


RANCO 


A 
Positive, 
Compact, 
sealed, 
tight, 
Low Cost 


Control. 


CIRCUIT BREAKER CO. 
COLUMBUS, OHIO 


Refrigerator Controls 


Non-adjustable, 
Permanently 


Gas and Water 
Easily Applied, 
Temperature 
Send for a Bul- 


letin descr ibing 
this rugged device 


that for certain 

applications has 

no equal. 
MANUFACTURERS 


AUTOMATIC RECLOSING 


MOTOR 


Motor pulleys 


pitch. 


Attractive Prices 
quick service. 


MANUFACTURERS 
COPE-SWIFT CO. 
DETROIT, MICH. 


PULLEYS AND FANS 


ma- 


chined to fit standard 
shafts and “V” belts. 


Motor Pulley Fans in 
sizes from 6 to 12 inches 
in diameter, either right 
or left hand rotation 
and with % or 1 inch 


and 


GILMER 


pereinefio genni 


standardize on the 


if you 
for all 


“Super-Service” 
dependable. 


MANUFACTURERS 
L. H. GILMER CO. 
TACONY, PHILA., PA. 


SUPER SERVICE “V” BELTS 


Belts may seem relatively unimpor- 
tant in a machine assembly, but you 
can realize complete belt satisfaction 
Gilmer 
belt drives. 
They are always satisfactory, always 


FEDDERS’ 


STANDARD APPLIANCES 


FLOAT TYPE 
EVAPORATORS 


We offer a complete line of Standard- 
ized float type evaporators that will fit 
the requirements of your Selling Or- 
ganizations. 

Single installations, large or small— 
multiple installations, ice cream cabi- 
net and fountain evaporators and a 
good line for the Commercial Division. 


FLOAT EVAPORATORS 


These splendid evaporators have not 
only been designed and produced with 
infinite care and accuracy, but they 
have been tried and tested in the 
crucible of field work. They are ready 
to become a part of your standard 
equipment. 


LIQUID 
RECEIVERS 


Liquid Receivers are more important 
than a mere drum for your refrigerant. 
Fedders receivers are clean inside and 
out, free from scale (invariably found 
in welded receivers) and all connec- 
tions or mountings are accurately hand- 
led to suit your requirements. Large 
production means reasonable prices. 


The resources of The FEDDERS 
Organization are solidly back of the 
determination to produce dependable 
devices and appliances for the Refrig- 
erating Machine Industry. 


Our Organization has worked to 
design an appliance correctly for 
the service intended, and then to make 
it as you, ‘to whom we offer our earn- 
est cooperation, would have it made. 


LIQUID FILTERS 


It is hard to say what is the most important 
part of the refrigerating system,—we know 
that if scale, dirt and-+oxides are kept away 
from expansion and float valves that a great 
many service calls are eliminated. One serv- 
ice call will pay for many Filters. 


AIR-WAY Condensers are rugged in con- 
struction and stand the rough handling in the 
assembly line. They are compact, efficient, 
spendid in appearance and truly a fine appli- 
ance that will enhance the appearance of your 
machine unit. Compare them in any way and 
we will be satisfied with your verdict. 


AIR-WAY CONDENSERS 


errr ces ee * 


AIR-WAY CONDENSERS 


Manufacturers 


BRINE TANKS 


Many Engineers prefer the brine 
tank for its simplicity and its less 
frequent operating cycle, .however, we 
offer you and your Sales organizations 
a choice of a splendid and complete 
line of brine tanks or the alternative 
line of Float Type Evaporators. 

If sales resistance is broken down 
by offering a choice of wunits,—take 
advantage of this opportunity to stand- 
ardize on these dependable appliances. 


BRINE TANKS 


Anticipate your requirements, but do 
not overload either yourselves or your 
Sales Organizations. The profit lies 
not in goods on the shelf but in the 
hands of satisfied customers. Do not 
sacrifice quality for price or you may 
regret it if you survive the experience. 


EXPANSION 
VALVES 


There is more to an expansion valve 
than the mere slapping of materials 
together. The designing of an expan- 
sion valve involves a knowledge of 
refrigerants and evaporators and many 
other little trifles that go to make up 
perfection. Any reducing valve should 
have a filter ahead of it in the liquor 
line,—this is of first importance. 2nd, 
you will like the Fedders Valve and 
it will give you dependable service. 


FEDDERS’ MANUFACTURING COMPANY 


BUFFALO, N. Y., U.S. A. 


HYDRON 


METAL BELLOWS 


The Quality lead- 


ership of HYDRON 


bellows is not a 
matter of opinion or 
theory. 

The remarkable 


process of forming 


the 


DRAULICALLY 


under 


sure insures the de- 
tection and rejection 
of defective materials 
before shipment. 
There 


bing 


action upon the thin 


walls. 


delivered by the ma- 


bellows HY- 


heavy pres- 


is no rub- 
or = spinning 


Each bellows 


chines is a_ perfect 
specimen and  de- 
pendable for the 


service for which it is recommended. 
Write for Special Bulletin. 


MANUFACTURERS 
CLIFFORD MFG. CO. 
BOSTON, MASS. 


LASSEN 


TEMPERATURE CONTROLS 


It is rapidly 
becoming rec- 
ognized in the 
Trade 
where accuracy 


that 


and ease of ad-¢g / 


justment either * 
to differential, 


os £ 


necessary 
desirable that 
’ the 
mercury tube 
type control is 


truly 


ange is 
or 


LASSEN 


a preci- 


sion instrument e 
of unusual dependability. 
The modest price is not a measure 


of its 
chine 


real value as a part of your ma- 
equipment. 
MANUFACTURERS 


GOODNOW & BLAKE MFG. 


COMPANY 
3824 BEAVER ST. 


DETROIT, MICH. 


a 


i tafleg 


Dependable Products 


Each appliance, or material, is the best 
that can be produced for the purpose in- 
tended and the resources and production 
experiences of these splendid manufac- 
turing organizations are solidly back of 
our intention to offer nothing but the 
finest equipment and materials to the re- 
frigerating machine industry. 


Cooperation 


The best thought of many Engineers 
has been directed towards perfecting the 
appliances and materials offered here. 
We will appreciate an opportunity to co- 
operate with those in the Refrigerating 
Machine Industry who are striving to 
place their Units before the Public in de- 
pendable and serviceable form. 


S 


LOW TEMPERATURE 


LUBRICANTS 


Why depend on_lubri- 
cants recommended by 
men who know oil merely 
by its viscosity? 

This is important, of 
course, but not nearly so 
important as a knowledge 
of the peculiar require- 
ments of your own refrig- 
erant and low pressure 
devices. We will cooper- 
ate closely in selecting a 
lubricant, “tailor-made” for 


your requirements. 


SCHLIEMANN COMPANIES 


NEW YORK, N. Y. 


a 


- » 2 ” : Se oe ‘ , 2 . . 
: Pe OR MI ee es ae 1 fg ey NS RS BANE Sele ae ee * 
* ee ne ee id as See te SANS Be Ey ee Pek eS ee 
5 read @ ew 


AEE ae 2 NG Fs % Be A u Ss *s ee = tg gre va wig wera es * Sis a “pee sys ap : aoe ail * 4 - hes “fo ie ; ac Za si coca sai =.  E oe ae “a ce sae ms ee ie 7. oa oh ae: % 13 es, : 
ee a i a et i ee ee ia 
‘ds rae : > : : és : “jaa ‘ \ ‘ ; é Pe eae 2 her nae et 
ec eC | 
— 
ds : 
Per | 
oO. : 
ality 
AIRE AS RIL EA 8 ES SCAT, LICE IEEE RE LIE ATC 
ind 
Ost 
ur- 
in 
Vg 
ng 
rd ee 
[| 
0, 
= | | a 
| | a ST 
Pr 
S 
* 
—= 2 ce a _ 
Bie c0TOM ATIC Re Pe = 
fee BREAKERS Ee ¢ oe 
ai _ f 
a >. : 
a ‘ ( i ~, Sk : eigen eo ee ae 
en | 7am, Sal ie” Be | eee 
: ’ : i : % . x te g 3 ; o : a =a 2 be ‘ ane : 
i as NN 7 ee i a ae. pik 5 
a | \. Bea ie eo 
ai: He ; ea te . é 
< a 7 ff 
‘ >is ae a c 
Po | * Po = a * are | ‘ : 
. “ ; | i ne zis eI i . r, 
} i Na. " + 2 
9 oe i TH 1 a8 =a’ ae ee \ aeeeeeneeeieeieahiaiieemeamememetnmeeemeeineenemereesan inert 
® «eae a4 ea 
’ ) Pais See oi ae 
\" a »~ 
Jn > 
; A es 4 “oe . 
y fT LEAS Js 
TO eR ka ~ ‘ 
az : 
| Ps eS “ 
44 = a . i Tae ie 2 
: P| ™ : | Pe 
-5: ix ; 
«im P 
ral : 
oy ie 
es Pp 
aE ae fF 
3 
o 
ii “4 
ew 
7 i 
OS | 
P| “4 
SS 
; i 
hai ie bi Ha Ne oF, SUPE ey Oe oe eg SRC ami loa] PRL Rt ona ia SRY rare LS AA one is aes, 7, sd 
ETS we : paler Ne aN PERG qe ore TEES 


12 


« 


ELECTRIC REFRIGERATION NEWS, FEBRUARY 1, 1928 


ELECTRIC REFRIGERATION NEWS 
The Business Newspaper of the Electric Refrigeration Industry 
PusBLisHEep Every Two WEEKS BY 


BUSINESS NEWS PUBLISHING CO. 


554 Maccabees Building, Woodward Avenue and Putnam Street 
Detroit, Michigan. Telephones: Northway 4243-4244 


_ Subscription price: $1.25 per year; two years for $2.00 
Foreign Countries: $1.50 per year. Advertising Rates on Request 


F. M. Cockre.t, Editor and Publisher H. A. DeLAsumutt, Advertising Manager 
HucuH J. Moore, Assistant Editor BEuLAH WERTZ, Circulation Manager 
Copyright 1928 by Business News Publishing Co. 


FEBRUARY 1, 1928 


Selling The Idea 


It is generally agreed that there are two distinct steps in the process of 


selling electric refrigeration. The first step is to sell the idea and the second 
is to sell the machine. Expressed another way, the first job is to make 
people want the health, comfort, convenience, etc., which electric refrigera- 
tion will provide. Then comes the job of making them want your particular 
machine, in preference to others, as the means of satisfying these desires. 

Broadly speaking, these two parts of the selling process indicate the 
dividing line between the fields for cooperative and for individual effort. 
The whole industry is concerned with the business of educating the public 
to a fuller appreciation of the need for better refrigeration. It is a very 
practical proposition for all concerned to join hands and pool their resources 
and efforts to the fullest possible extent in doing this preliminary educa- 
tional work. - 

The electric light and power companies of the country have never been 
able to agree as to the exact extent to which they should actively engage 
in the merchandising of electrical appliances. Some companies maintain 
extensive retail operations believing that they must do so, not so much for 
the profit on appliance sales, but to develop the market for current. Load 
building, they call it. Much has been done by the public utilities to promote 
the popularity of electric service and to smooth out the hourly and seasonal 
fluctuations in their load curves. In certain other cities, both large and 
small, the central stations have refrained from direct merchandising, pre- 
ferring to leave this responsibility to independent dealers. Practically all are 
agreed, however, that they can well afford to spend both money and effort 
in “selling the idea” regardless of whether or not they undertake to con- 


summate the sale. 
The plan for “personalized direct advertising,” which was so ably 


presented by G. B. Richardson, at the recent meeting of the N. E. L. A. 
Refrigeration Committee, of which he is chairman, and which was so 
enthusiastically endorsed by the large group of public utility and manu- 
facturing representatives present, is a clean cut example of a campaign 
designed to “sell the idea” of electric refrigeration rather than a particular 
brand of machine. 

Such a program for coordinating localized effort by the central stations 
was contemplated in the cooperative plan sponsored two years ago by the 
Electric Refrigeration Council. As part of the plan originally proposed by 
J. Robert Crouse, local councils were to be organized in all principal cities 
and it was expected that local advertising campaigns would be developed 
in which distributors, dealers and central stations might cooperate. In those 
cities where electrical leagues and clubs were in operation, it was proposed 
that the local electric refrigeration council would, in some way, be tied in 
with the already-organized group. In order to provide for the proper con- 
sideration of all interests and conditions, the whole program necessarily 
called for a complicated structure. Trying to do too much in a short time 
was perhaps one of the difficulties which prevented the continuation of this 
notable effort. 

The plan outlined at Chicago, and which is presented in detail in this 
issue, is particularly attractive in its simplicity and adaptability. A complete 
advertising and merchandising campaign has been set up as an exampie to 
follow. No claims are made that it represents perfection. No one is asked 
or required to accept it in full. All, or any part of it, may be used. Any 
desired changes may be made to suit local conditions. 

The plan was immediately effective in stimulating the imagination of 
those who heard it explained. No doubt the publication of the plan, and 
the later distribution of portfolios showing actual copies of the advertising 
material, will create a widespread interest in the possibilities of extending 
the “consumer acceptance” of electric refrigeration. Distributors and dealers 
in every community will certainly be ready and willing to cooperate with 
their local utility companies in putting such a program into effect at once. 
It will bring large returns to the central station and will greatly benefit 
all branches of the industry, as weil as the public. 


i 


Spanish Atmosphere Surrounds Unique Display 
of General Electric Machines in Toledo 


Electric Refrigerator Display Room of the W. G. Nagel Supply Division of the Lake States General Electric Supply 
Co. Inc., Toledo, Ohio. 


HEAD OF GENERAL 
MOTORS ACCESSORY 
PLANTS OPTIMISTIC 


Frigidaire Corp. and the Delco Light 
Co. will keep pace with the automotive 
group of General Motors in producing big- 
ger and better business in 1928, declared 
J. L. Pratt, vice-president of General 
Motors Corp., in the course of a visit to 
the factories in Dayton a few days ago. 

Referring particularly to Frigidaire, Mr. 
Pratt said: “Frigidaire in 1928 should 
have, by all odds, the best in its history. 
Its organization in both factory and field 
is in splendid shape. Its products this 
year are better than ever. 

“There is not the shadow of a doubt but 
that electric refrigeration is destined to 
become a very great business. General 
Motors believes in the future of this indus- 
try and has all the confidence in the world 
that its Frigidaire organization will con- 
tinue to develop and lead this field.” 

Mr. Pratt also expressed the belief that 
the recent separation of Frigidaire and 
Delco Light, making each a subsidiary of 
General Motors, would prove a great 
advantage to both. 


IOWA TOWN ORDERS 
APPLIANCES STOPPED 
DURING RADIO HOURS 


Battery chargers, washing machines, 
vacuum cleaners and all other unesthetic 
electrical appliances, machines and dyna- 
mos must give way to the really serious 
business of radio reception in Fairfield, 
Iowa, according to a news item in the New 
York Times. 

The City Council of the little college 
town of five thousand has just passed an 
ordinance making it unlawful to use be- 
tween the hours of noon and midnight any 
“instrument, device or machine which shall 
cause electrical interference with radio 
reception.” 

The only exception to the ordinance is 
to the use of X-ray photographic instru- 
ments for examination “in emergency 
cases of physical injuries.” 

This situation is due to continued and 
bitter complaints on the part of radio own- 
ers that the use of household electrical 
instruments raised havoc with the recep- 
tion of entertainment programs among 
those who did their washing and house 
cleaning in the forenoons. 

The ordinance has not yet been put to 
the test by any observed infractions, but as 
a fine of $100 or thirty days’ imprisonment 
is the penalty for violation, it is expected 
that the first arrest will become a test 
case. 


“A Silly Local Ordinance,’”’ Says 

’ Printers’ Ink 

Commenting upon the above item of 
news, the following editorial appeared in 
Printers’ Ink, January 12: 

“Ordinarily, what the city council of a 
town with a population of only 5,000 does 
is of little or no importance to manufactur- 
ers. A local ordinance passed by the city 
council of Fairfield, Iowa, however, may 
affect many manufacturers and is of espe- 
cial interest and importance to makers of 
electrical equipment. : 

“This ordinance make it unlawful to use 
any ‘instrument, device, or machine which 
shall cause electrcial interference with 
radio reception’ between the hours of noon 
and midnight. In other words, mother 
must not use her washing machine after 
noon, because it may cause an annoying 


noe ae rackoh - = pia ee of tie re 
ate Cie ee eee a 2 — 2 
: : Be ; 
La 


SAYS REFRIGERATION 
MEN MUST READ THE 
NEWS TO KEEP POSTED 


“I have been, to date, actively 
engaged in the refrigeration business 
for 19 years and must admit that 
during that time. there has never 
been a publication come to life that 
has taken such foothold of the entire 
industry as ELectrIc REFRIGERATION 
NEws. 

“You have, with the publication of 
your paper, filled the demand for a 
medium that has captivated, since 
its start, the interest of all refrig- 
eration men, no matter what refrig- 
erant they use, to such an extent 
that they simply must read your 
paper now—nolens volens—to keep © 
posted. 

“I am referring to it right along 
during the transaction of my duties 
and have it for reference on my 
desk all the time.’-—Wm. H. Schla- 
ditz, manager, Commercial Depart- 
ment, Kelvinator Chicago Co., Chi- 
cago, Ill. 


noise to spout from her neighbor’s loud 
speaker while she’s listening to an extreme- 
ly interesting talk on ‘Is the World Get- 
ting Better or Worse?’ 

“If the ordinance is enforced literally, 
many oil heaters and electric refrigerators 
will have to be turned off at noon; there'll 
be no carpets or rugs cleaned by vacuum 
cleaners except in the morning; the battery 
will go uncharged, etc., etc. 

“Of course, most of the newer electrical 
devices are designed so that they do not 
interfere with radio reception, but who is 
to decide which do and which do not? 

“The Fairfield ordinance is a silly one— 
hardly worthy of notice—but maybe it 
would be a good idea for manufacturers of 
electrical devices to determine whether or 
not it is constitutional. Better yet, perhaps 
the city council may repeal the ordinance. 
Just think of the confusion, if towns all 
over the land compel the light and power 
company to shut down at noon in order 
that clear radio reception may be assured 
to Anna Smith’s Hints for Homemakers, 
the X and Y Romancers and the Jungle 
Kids.” 


Cold Storage News Letter Indexed 


The Dairy and Cold Storage branch of 
the Department of Agriculture, Dominion 
of Canada, Ottawa, Canada, has recently 
published an index to the Cold Storage 
News Letter, which is issued once each 
month by that department. The index is 
classified according to the different kinds 
of produce and all articles which have 
appeared in regard to each during 1927 
are listed. 


GRAND RAPIDS BRASS 
CLOSES BEST YEAR IN 
COMPANY'S HISTORY 


J. L. Murray, president and general man- 
ager of the Grand Rapids Brass Co., Grand 
Rapids, Mich., announces that the company 
has just closed the most prosperous year in 
its history. This is in spite of the fact that 
1926 was more than 20 per cent ahead oi 
any previous year. 

Mr. Murray says: “Prospects for a 
still better showing for 1928 are splendid, 
and orders for 1928 are unusually heavy 
as a result of our enlarged and improved 
line of refrigerator hardware.” He states 
that the officers of the company feel very 
confident that nothing can stop them from 
making 1928 their banner year. 

The refrigerator hardware manufactured 
by the company includes locks, hinges, cor- 
ners, drip traps, knobs, handles, screw ma- 
chine parts. These can be furnished in any 
finish, including chromium plate. 


Kelvinator-Wheeling Moves _ to 
Larger Quarters 


Kelvinator-Wheeling, 70 16th Street, 
Wheeling, W. Va., announces that due to 
the growth of the company’s business it 
has been necessary for them to move into 
larger quarters. They are now located at 
2137 Market St., where a complete line oi 
Kelvinator equipment is on display. Nizer 
electric refrigeration, Jewett, Seeger and 
Leonard refrigerators are also shown. 


New Louisville Firm Holds Open 


House 


The Electric Refrigeration Company, 
Louisville, distributor for the General Elec- 
tric refrigerator, opened its new store on 
Broadway, early in December, and invited 
the public to inspect its new home. Th: 
shop was crowded with visitors, about two 
hundred and fifty of whom registered, thu: 
giving the company a selected list of inter 
ested persons. 


Rex Cole Leases Building 


The entire building opposite Frederick 
Loeser & Co., at the corner of Livingston 
and Bond Streets, New York City, ha: 
been leased for a period of years to Rex 
Cole, Inc., for use as a showroom fo: 
General Electric refrigerators. The com 
pany’s main office and showroom is no\ 
located at 7 East 45th St. 


Quinn Addresses California 
Dealers 

T. K. Quinn, general manager of the 
Electric Refrigerator Dept., General Elec- 
tric Co., addressed a meeting of southern 
California dealers at the Jonathan Club, on 
January 7. Southern California furnishes 
one of the greatest markets in the nation, 
according to Mr. Quinn. 


(From the New York Times) 
Motor Car production, 1927..........cccececcccecssscceecss 3,530,000 
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At Last! 


A cabinet that enables a refrigerating unit 


to work effectively and sell economically 


LECTRIC refrigeration introduces problems in 

cabinet design that were unknown with ice. 

First, the lower temperature maintained inside 
the box puts a more severe test on the insulation. 
Second, the larger investment in an electric refrigera- 
tor naturally leads the purchaser to expect longer life, 
higher efficiency and greater beauty. Third, the nat- 
ional merchandising of electric refrigerating units in- 
troduces a serious problem in delivery costs. 

The development of refrigerator cabinets has lagged 
far behind the progress in electric refrigerator units. 
Changes from old standard models have been princi- 
pally in matters of minor detail. 

It remained for this company to perfect a distinct 
new type of refrigerator cabinet adapted in every 
respect to the requirement of electric refrigeration. 


OT The first big achieve- 
No leaky i oints ment in the PLYMETL 


refrigerator is the elimination of leaky joints in the 
shell. It has been the vogue to dress up a cabinet with 
molding and metal trim under the guise of ornamenta- 
tion but in reality a necessary expedient to cover the 
cracks. The PLYMETL cabinet can be made with as 
much ornamental trim as anyone wants. But it is 
unnecessary because there are no open joints to 
cover up. 

The exterior surfaces of the cabinet are all made of 
PLYMETL. The front, back and two sides are of a 
single panel. The use of this material makes possible 
this radical change in cabinet design. 

PLYMETL is made by cementing zinc coated sheet 
steel to the two faces of a plywood panel. It is com- 
paratively light in weight, and yet very stiff and 
strong. PLYMETL used most in refrigerator con- 
struction has the weight of steel about ! /15 inch thick, 
but it is about four times as stiff as ;4; inch boiler plate. 

The vertical corners of the box are made by cutting 
V-Grooves in the PLYMETL panel and bending it 90 
degrees. The outer steel face is unbroken. The two 
vertical edges of the panel meet in the back of the cabi- 
net where the edges of the steel face are turned in and 
soldered. The top and bottom panels are set in notches 
in the side panels and soldered firmly. Thus the few 
joints required are all smooth and absolutely tight. 

This elimination of leaky joints prevents moist air 
from getting into the insulating chamber and con- 
densing. This condensation so prevalent in ordinary 
boxes is one of the primary causes of their early failure. 


The strength of 
No wooden frame PLYMETL and 


the use of a continuous steel surface over the vertical 
corners makes the box a self-supporting shell with no 
need for a wooden frame. The only frame used in a 
PLYMETL cabinet is around the door where it serves 
as a facing for the cork. 

Cork is far superior to wood as insulation. The 
fact that the PLYMETL cabinet has a continuous 
layer of cork unbroken by the wooden corner posts 
as in ordinary boxes means a great increase in thermal 
efficiency. The monolithic cork made by our patented 
process is the insulating medium. Its insulating value 
is substantially the same as a good grade of cork 
board but since it is not particularly expensive the 
ordinary two-inch layer of cork board is replaced by 
2 4 inches of monolithic cork except on the doors. The 
insulation below the bottom of the lining is made 
heavier because there are a number of factors that 
cause a greater heat flow through the bottom of a 
lining than through the sides. 


F id STEEL 


|rmon 


STEEL 
Section of PLYMETL 


Top Corner Section 


STEEL 


STEEL—” K_soLDER 


Door Section 


Vertical Corner 
Construction 


Doors While stiffness i is important for the walls 

of a refrigerator, it is much more import- 
ant for the door panel. The door not only needs to fit 
when the cabinet is new, but it needs to keep its shape 
throughout the life of the refrigerator. The PLY- 
METL door panel is completely encased in steel; the 
faces overlap each other at the edges of the panel, and 
they are soldered together. Such construction elimin- 
ates all warping of doors. 


Vitro lite Lining Vitrolite is the highest 


class material used for 
refrigerator linings. In recent years its use has been 
confined mostly to large high-priced refrigerators. It 
is not affected, or even discolored, by any material 
which is likely to be placed in a refrigerator. 


Perfect finishing surface T=» 


stretcher 
leveled steel used on PLYMETL presents a perfectly 
smooth flat surface with no waves or irregularities 


PiyWoof) 


PLYMETL 


Geo. R. Myercord, President 


of any kind to mar the finish. It is zinc coated to pre- 
vent any chance. of rust starting before the finish is 
applied. With the modern trend toward color in the 
kitchen this cabinet offers unlimited possibilities for 
artistic finishes in lacquer as well as enamel. 


Big savings in shipping costs 


In addition to developing a cabinet that sets an en- 
tirely new standard of quality in the industry, this 
company has inaugurated a nation-wide system of 
assembly plants in which the PLYMETL refrigerators 
will be set up for local distribution at a tremendous 
saving over shipping the complete boxes. It costs 
on the average $6.00 for crating, cartage, handling, 
warehousing and damage in transit on an ordinary 
set-up box. Freight may run anywhere from $2.50 ona 
short carload shipment to $22.50 on a long LCL haul. 


The total maximum cost of shipping knock-down 


shells is less than $2.00 apiece, a saving of from $6.50 
to $26.50 per cabinet. 

Manufacturers and distributors of refrigerating 
units will find this saving of great interest. More 
complete details on request. 


The assembly plant plan W« i» 


vite in- 
terested parties with capital to investigate our assem- 
bly plant plan. An assembly plant with less than 
$10,000 investment in equipment can turn out half a 
million dollars a year in PLYMETL refrigerating 
cabinets. 

We have spent a fortune during the last five years 
perfecting a Knocked-Down PLYMETL Refrigerator 
construction that is simple, rapid, flexible, and econ- 
omical; it is the only refrigerator construction that is 
adaptable to the assembly plant idea. It was created 
for this particular purpose. 

The knock-down PLYMETL refrigerator construc- 
tion is ideal for assembly under straight line produc- 
tion methods in either large or small quantities. 

No “‘bugs”’ to iron out. It is an absolute certainty. 
Three thousand ‘cabinets were shipped and put into 
use last year without a single claim for rebates or 
allowances. 

No charge is made to the Assembly Company for 
the franchise or for the use of the Company’s patents. 
A very small capital is required to operate a plant in a 
city of less than 250,000 population; an equipment 
costing $10,000 can produce upwards of $1,000,000 
worth of cabinets yearly. A plant can pay expenses 
on a production of three or four cabinets a day. 

Our Grand Rapids factory has a production capac- 
ity of over 1,000 PLYMETL refrigerator shells a day. 

We charge no royalty for our patent process of 


| making Monolithic Cork when used in our PLYMETL 


shells. 

The reason that HASKELITE MANUFACTUR- 
ING CORPORATION does not operate these stations 
or plants itself is because of the well established fact 
that branch management is not as efficient as pri- 
vately-owned management. HASKELITE is solely 
interested in selling PLYMETL panels. 


National Selling Organization 


A plan has been devised for national advertising and 
selling with control resting with the various plants on a 
cooperative basis. Full details of this plan, as well as 
particulars regarding the franchise arrangement, will 
be gladly furnished. 


Haskelite Manufacturing Corporation 


133 West Washington St. 
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ICE PRODUCER TELLS 
HIS EXPERIENCE IN 
SELLING ICE CUBES 


Following are extracts from a talk by 
E. T. Laubscher, Lone Star Ice Delivery, 
San Antonio, Texas, at the annual meet- 
ing of the Southwestern Ice Manufacturers 


Association in Wichita Falls, Novem- 
ber 9-11: 
What are we trying to do? Most of us 


say: Well, we are trying to sell more ice. 
We are trying to combat the little machine, 
but how are we going to do it? What must 
we do to get there? We must eliminate 
from the minds of the public, from the 
mind of the average housewife, the desire 
of wanting to put in these new-fangled 
ideas, the little machine. The advertising 
of these little machines is falling upon will- 
ing ears, for the reason that we have never 
tried real hard to eliminate the complaints 
of our customers, to eliminate this desire 
of getting rid, or want to get rid, of the 
ice man, with all his shortcomings. 

Fellows, if we can ever get the con- 
fidence of the public, the satisfied con- 
fidence of the customer, then the customer 
will say, “My ice man is good enough for 
me, because I have no reason to complain.” 
When we get them to saying that, then our 
battle will be won. We have a hard row 
to hoe, and the only way that we can get 
to this goal is by educating our employees. 
Set your policy, and then mold your em- 
ployees to fit into this policy—a policy of 
ethics, an ethical way of doing business, of 
trying to help your customer. All of this 
work that Mrs. Veltman is doing, and the 
other ladies as well, they are just a part 
of all this. It is a constant grind, and as 
I said before, we have just started. 


Selling Ice Cubes 


Now, about the ice cubes. They are just 
a part of this propaganda, as I might call 
it. Do you know that I was surprised at 
having received so many inquiries—just 
soon after we had started this business— 
so many inquries from our fellow-ice men 
of how it worked out. I have answered 
them as well as I could, and have given 
them the desired information, but practi- 
cally every one of them that has asked for 
information wanted to know how it figured 
out in dollars and cents. They asked me, 
“How much does it cost to deliver these 
cubes, and how much money is there in 
it?” That is just the smallest part of this 
ice cube delivery, but these inquiries have 
shown me that we are figuring too close on 
just dollars and cents. [Everything we do, 
we figure out just how much money we 
are going to make and we forget about 
the broader things that this new idea em- 
broils. We have not sold, and are not sell- 
ing so very many of these ice cubes. 1 
think we are selling a little over a ton a 
day, or maybe a ton and a half is about 
the average that we sell, and if we were 
just to figure on how much it cost to cut 
these cubes and how much it cost to deliver 
them, and take that from the money we 
received, I might say that it probably 
would be an unprofitable business. I don’t 
think we are making any money out of it, 
but when we consider the other phases of 
what these ice cubes are doing for us, | 
think we are making a tremendous profit. 
Why? Well, first from the standpoint of 
advertising. You cannot find a_ better 
advertising medium. 

Down in San Antonio we have every 
citizen, I might say, talking about our ice 
cubes, whether they buy them or not. They 
talk about them just the same, and they 
talk about them in a good way. They 
praise them, they make comparisons—are 
beginning to compare the cubes they ge’ 
from their machines with those we sell 
them, because we have a number of owner: 
of little machines that buy our cubes. We 
have restaurants and hotels that buy them 
by the bushel. One owner of a fine restau- 
rant in the city has told me that he believes 
our ice cubes have increased his business. 
People who go in there and see the spark- 
ling ice cubes that he serves in the clean 
glasses appreciate it very much, and they 
come again, and are permanent customers 
Whenever we find that ice cubes help a res- 
taurant increase its business, we know that 
we are on the right track. One of the 
largest hotels is using these ice cubes. 
They were a little reluctant to try them at 
first, and they tried them out in the roof 
After having had them there for a 
month or two, they decide to have them all 
over the hotel, in the coffee shop and 
everywhere. They are satisfied. They are 
so satisfied that one hotel that makes its 
own ice, a very poor grade of ice, it is 
true, told me the other day that they were 
seriously considering using our ice cubes. 
Why? Because people are talking about 
them. When they see this white stuff in 
their glasses, they say, “Why don’t you put 
in Lone Star ice cubes? They are clear.” 
The public has hammered them so much 
that they are forcing the hotels and res- 
taurants to do it. 


Crystal Clear Cubes 


Now, the ice cubes that we are making 
cannot go out unless they are absolutely 
crystal clear. It is true that they bring 
about a whole lot of inconvenience some- 
times. Just to give you a little instance, 
one fellow rang me up at 2:30 one morn- 
ing, and got me out of bed at home, and | 
could tell by his voice that he was cele- 
brating. He said, “Laubscher, can you 
deliver a couple of pounds of ice cubes 
to me?” My friend Terry says that I have 


taken all of his bootlegging trade from 
him, but one thing that we have accom- 
plished down there with the ice cubes is 
that we have set the city aflame by having 
them talk about us, and that is the reason 
that I say from an advertising standpoint 
there is nothing better. 

We sell these ice cubes packed in cartons, 
six dozen for twenty cents a carton, deliv- 
ered any place in the city. We have a 
motorcycle delivery. We also sell them in 
bushels. A bushel weighs about fifty 
pounds. We sell a bushel for fifty cents. 
With the hotel I have been talking about 
we made a special contract, and we sell 
them cubes in one hundred pound lots for 
eighty cents. 

When you cube your ice you naturally 
have considerable waste. We figure it 
takes almost double the amount of ice to 
make one hundred pounds of cubes. Not 
quite that much, but it comes close to it, so 
you see the price that we charge for them, 
when you analyze it, is right in line with 
our regular prices. Delivered in San An- 
tonio, we charge fifty cents per hundred 
pounds and forty cents wholesale. 

We have a Reinhold Jumbo machine, 
made by.the Gifford-Wood company, to 
cube our ice with, and it cost us $500.00. 
The installation, I think, cost us about 
$30.00. I figure that we have been receiv- 
ing much value from this machine, and I 
would not be without it. 


ICE AND ELECTRIC 
REFRIGERATION SALES 
INCREASE TOGETHER 


Despite the large sale of electric refrig- 
erators in Madison, Wis., during the past 
year, a recent survey shows that the ice 
business is just as good as ever, and it is 
the belief in the city that each industry is 
aiding the other. The three largest dealers 
in electric machines reported that their 
sales had shown a _ tremendous increase 
over last year, one firm claiming an 
increase of over 400 per cent in sales. 

Although Madison was fortunate in hav- 
ing a cool summer, the ice dealers also say 
that their business showed an increase over 
last year. 

“The new electric machines have helped 
rather than hindered or business in Madi- 
son,” one ice dealer declared. “In other 
cities it is said that machines have cut in 
on the sales of the ice dealers, but in Madi- 
son they have only shown the public the 
great number of uses for refrigeration and 
the necessity for having more of it. The 
result has been that both sides have bene- 
fited.” 

Investigation of Madison’s drug stores 
showed that most of these have installed 
electric refrigerating units, and many of 
the older soda fountains are being rebuilt 
with the new automatic systems. 


HOME SERVICE HEAD 
SAYS UTILITIES MUST 
TRY OUT NEW IDEAS 


The value of a home service department 
to both the utility company and to its cus- 
‘omers is brought out in the December 
V. E. L. A. Bulletin in an article headed 
‘How Home Service Departments Help.” 
fern Snider, manager of the home service 
lepartment of the Monongahela - West 
Penn Public Service Co., tells of her work 
ind drives home the point that utility com- 
Xanies must be alive to new ideas, with the 
following story: 

“A Cockney washwoman was taught a 
‘esson by her ‘old man.’ He could teach 
itility executives a lesson, too. ‘’E didn’t 
‘ike the way I did me ‘air. Dragged back 
ind in a bun, it was. So I says to ’im, 
‘That’s ’ow me mother wore ’ers, and wot’s 
good enough for ’er is good enough for 
me.” And before I got the words out of 
me mouth, ’e clouts me over the ear and 
sez, “But I ain’t yer father, see?” And I 
hin seeing forty year now.’ 

“We cannot run our business as in our 
mother’s day, ’cause we'll get a clout over 
he ear some day. The public ain’t our 
father, see? Get in the swim.” 


Studies Residence Current 
Consumption 


A recent study of the small user and 
his patronage, made by the Cambridge 
(Mass.) Electric Light Co., revealed the 
fact that approximately one-eighth of the 
‘otal number of residence customers use 
10 kilowatt hours or less per month, or 
80 cents worth of energy at present rates, 


according to a statement in Electrical 
World. 
Candy Manufacturer Orders 200 


Refrigerator Cars 


As a protective measure to insure con- 
fectionery delivered in all parts of the 
country in the safest possible condition, a 
Chicago candy manufacturer has placed 
orders for 200 special refrigerator cars, 
according to a press report. Twenty-four 
of these cars are said to be already in 
service. 


“I just want to say that I enjoy the 
NEws very much, and look forward to each 
issue with a great deal of interest.”—R. E. 
Wallace, Rex Mfg. Co., Cincinnati, Ohio. 
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Heavy Ice Sales Confined to Four Months 


a 
1925-1926 ie 
Monthly Sales | MONTHLY SALES LOAD FACTOR 
Monthly % of | Based on 30 M 
Yearly Sales Ton Yearly 100-Ton 150-Ton 200-Ton 

Sales Plant Plant Plant 

Ton % % % 
Ns Bee GT SRE Case wee .67 2,001 66.7 44.6 33.35 
MU Fisk ns to ks woo es on obe 18.95 5,685 189.5 126.3 94.75 
EE gee se UG ou eee eae Y 9.83 5,949 198.3 132.1 99.15 
MS fee tS Sc.5 hes eee 17.66 5,298 176.6 117.7 88.30 
NE a0, 5's.5.0' s,s eas ba 17.16 5,148 171.6 114.3 85.80 
I tek oie o's, ctnete waned 06.18 1,854 61.8 41.1 30.90 
a eae ae 03.01 803 30.1 20 15.05 
eee eee 02.20 22.0 14.6 11.00 
Ny RN iS we a-a''d ra Biase lb Sua ch 01.66 498 16.6 11 08.30 
MEE, So hoes Kisbidies. ote die 01.48 444 14.8 9.8 07.40 
I ae Pare ae sare 01.97 591 19.7 13.1 09.85 
RS eee ee ee 03.23 969 32.3 21.5 16.15 

73.6% 22,080-Ton Sales June, July, August, September 
1926-1927 
Monthly Sales | MONTHLY SALES LOAD FACTOR 
Monthly % of |Based on 30 M |——— 
Yearly Sales Ton Yearly 100-Ton 150-Ton 200-Ton 

Sales Plant Plant Plant 

Tons % % % 
| BARR were 07.73 2,319 77.3 51.5 38.6 
) 7 SE Ses eer eeier 12.36 3,708 123.6 4 61.8 
Nera eerie 19.02 5,706 190.2 126.8 95.1 
MINIS oop: o.re.ic-005-0 Sai Fo.0G4 38% 21.54 6,462 215.4 143.6 107.7 
FP eee ee 13.33 3,999 133.3 88.9 66. 
| SS eee 08.43 2,529 84.3 56.2 42.1 
| a serrate 03.7 1,128 37.6 25.1 18.8 
ee ern 02.19 657 21.9 14.6 10.9 
INS 5 dy xl arsov nck a hain amace 01.90 570 19. 12.7 9.5 
MRED 3 cis js cob end oa 02.11 633 21.1 14.1 10.5 
MEOH vie kein vine rede ences 03.23 969 32.3 21.5 16.1 
OT SE aa ener 04.40 1,320 44. 29.3 ay. 


66.25% 19,905 Ton Sales, 


June, July, August, September 


The above table was used by Wilmer 
Stradley, Diamond Ice & Coal Co., Wil- 
mington, Del., in a lecture delivered before 
the twenty-first annual meeting of the 
Eastern Ice Association in New York 
City, November 29-December 1, in dis- 
cussing the question of ice storage versus 
additional plant capacity. The chart shows 
three different plans for providing 30,000 
tons of ice yearly so as to meet the sales 
demand created during the peak period. 
The percentages in the first column were 


actual figures taken from the books of the 
Diamond Ice & Coal Co. The second col- 
umn shows monthly sales in tons based on 
the percentages of the first column. The 
third column shows the monthly sales load 
factor in a 100 ton plant with 10,000 ton 
storage capacity. The fourth column gives 
the same figures for a 150 ton plant with a 
4,000 ton storage capacity. The last col- 
umn gives these figures for a 200 ton plant 
with a fairly large storage capacity. 


FORGED BRASS VALVE 

for Mechanical Refrigeratio 
Quality Shut-off and Cylinder > 

_ valvesinany standard designs | 
or to your specifications. 
KEROTEST MANUFACTURING CO, 


2525 LIBERTY AVENUE 
Bm ~—=s PITTSBURGH, PENNA. 


NORTHEY 
EFRIGERATOR 


FOR ALL PURPOSES 
ANY SIZE, STYLE OR FINISH 


NORTHEY MFG. CO. 


WATERLOO, IOWA 


AGENCIES IN MOST LARGE CITIES 
WATERLOO DIRECT TO YOU 


‘Increase Your 
Earnin 


Study Electric Refrigeration 
at home in spare time. 


Complete, prectiest Course, cov- 
ering all phases of the saeaasy. 
Great aid to Executives, Sales- 
men, Installation and Servicemen. 


Send for FREE Illustrated Catalog. 


UTILITIES ENGINEERING INSTITUTE 
Dept. 415, 3120 No. Clark St., Chicago 


A Complete Line of 
Commercial 
Refrigerators for 
Mechanical 
Refrigeration 


McCray is the world’s largest 
builder of refrigerators for all 
purposes. All McCray models 
are ready for immediate use 
with mechanical refrigeration 
of any type. Refrigerators, 
coolers, refrigerator counters and 
chests for stores, markets, ho- 
tels, restaurants, hospitals, in- 
stitutions, florist shops and 
homes—both stock models and 
built to order. 


Pure  cork-board insulation, 
sealed with hydrolene cement, 
insures efficient, economical and 
enduring service. 


Meeting the Food Merchant’s Need 
for Electric Refrigeration 


McCray refrigerators for the grocery store, meat market and 
delicatessen shop are the result of over 37 years of constant 
devotion to the highest standards of construction. 


Dealers in electric or mechanical refrigeration of any type have 
at their disposal in the McCray line time-tested refrigerators, 
coolers and refrigerator counters which meet every need for 
efficient, economical operation in food stores. 


Added to the thorough-going quality which goes through to 
‘ every hidden detail of the McCray is the prestige of the McCray 
nameplate—accepted as the sterling mark on refrigerators by 


those who know. 


Dealers are invited to write for com- 
plete information, without obligation. 


McCRAY REFRIGERATOR SALES CORPORATION 


DEPT. 66, KENDALLVILLE, IND. 


Salesrooms in All Principal Cities 


See Telephone Directory 
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Oil Burner-Refrigerator 


Combination 


Splits Overhead 


Sales and Service Departments Kept at Capacily the Year ’Round by 
Two Lines 


By Willis Parker 


LECTRIC refrigerators and oil burners as a dealer combination form 

a perfect picture of 100 per cent sales and service effort, according 

to J. H. Potter, of the Colorado Silent Automatic Corp., 335 14th St., 
Denver, Colo. His company sells refrigerators and oil burners, thus hav- 
ing- a twelve-month intensive selling season. : 
There are many reasons why the two lines should work well together. 


One of them, of course, is the seasonable activities of each line. 


Those 


who put in oil burners are likely prospects for electric refrigerators, and 


vice versa. The usual oil burner installa- 


tion, however, is more expensive than the! Store. During the afternoons domestig, sci- 


usual domestic electric refrigerator, so it 
is quite likely that the number of poten- 
tial customers for electric refrigerators is 
larger than the number of potential oil 
burner customers. 

Call-Backs Produce Prospects 

There is the close analogy in the advan- 
tage of call-backs to ascertain how well 
the customers like the equipment they have 
installed, and incidentally get from the 
customers the names of friends who are 
interested in either line of equipment. It 
is a well known rule in the electric refrig- 
eration field that the salesman should call 
back and see his customers to hear what 
they say about the remarks of friends who 
have been in to see the apparatus. 

The same rule holds true of the oil 
burner, for it is a wise salesman who 
keeps in touch with his customers to be 
certain they are getting satisfaction out 
of the burner and to uncover new pros- 
pects. 

It is quite possible that the electric 
refrigeration side of the combined busi- 
ness has the advantage, for, according to 
Mr. Potter, it requires a better trained 
man to sell oil burners than it does to 
sell an electric refrigerator (others may 
take exception to this viewpoint). The 
reason, as given by Mr. Potter, is that 
seldom are two oil burner installations 
exactly alike. The salesman must have 
sufficient technical information to deter- 
mine the kind of installation that will give 
his customer the best of service. If this is 
true, then when the oil burner salesmen 
are turned to electric refrigeration, they 
should offer a good type of salesmanship. 

Both pieces of equipment contain elec- 
trical devices, hence the salesmen must be 
well posted on electricity and its uses. 
Likewise the service department can be 
trained to handle both lines. 

Makes the Service Department Pay 

Oil burner companies have admitted 
that they face a problem of keeping their 
installation and service departments func- 
tioning on a paying basis during the sum- 
mer season. In some cases they send their 
men around to pick up jobs of cleaning 
the burners and overhauling equipment so 
that it will be ready when cold weather 
comes again. It is obvious that this is 
strenuous sales effort. And it is likewise 
obvious that the electric refrigeration com- 
panies have more service calls in summer 
than in winter. By such a hook-up the 
work of the service department is spread 
over 12 months of the year. 

A good service department is a silent 
salesman, according to Mr. Potter, who 
also declares that any man who sells a 
mechanical contrivance and says it will 
never need servicing is stretching the 
truth to such a point that he might be 
called a prevaricator. Both lines of busi- 
ness must be built upon the service ren- 
dered. Then it is imperative that the 
dealer organize a service department that 
not only will give good service but will 
make friends for the house while service 
is being given. A good service man can 
do as much as a salesman to create addi- 
tional sales, though he may not be the 
man who closes the deal. 

The alacrity with which customers make 
their payments, too, is influenced some- 
what by the service rendered. Some deal- 
ers give free service for a year, which 
often covers the payment period. Just as 
sure as something goes wrong with the 
machinery, so will the customer take 
advantage of the opportunity to hold back 
on payments until the machine is working 
100 per cent again. Hence a good service 
department is a good collection agency, as 
well as a good selling organization. 


SUCCESSFUL DEMONSTRATION 
WEEK AT DEPARTMENT 
STORE IN MILWAUKEE 


The Boston Store of Milwaukee has 
recently held a demonstration week, during 
which time forty demonstrations of house- 
hold appliances and educational talks on 
them have been given. Among the exhibits 
were a number of models of General Elec- 
tric refrigerators, which are distributed by 
the Electric Refrigerator Company in that 
city. 

The refrigerator demonstrations were 
carried on on the fifth floor, in connection 
with other household exhibits, and proved 
very successful. At three o’clock every 


- afternoon during the week, lectures on food 


preservation were given by Earl Merit, 
manager of the local company. 

This week of “open house” at the Boston 
Store attracted thousands of people to the 
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ence classes from public schools and high 
schools attended the lectures. A represent- 
ative kitchen, containing the latest in kitch- 
en furnishings, was another feature of 
the household displays. Here a woman 
from the company perfected the latest in 
frozen foods and gave out recipes for their 
making. 

According to Mr. Merit, this sort of 
advertising has been a decided success. 
People can gather to observe the function 
of a refrigerator in a sort of informal way, 
which has proved to be a decided success. 
Prospects seem to feel that they can ask 
the salesman questions and look over the 
line without obligating them in any way. 
The combination of exhibits gives the event 
the atmosphere of a “fair” or “show,” and 
the visitor takes it upon herself to look and 
ask questions without being afraid of the 
sales pressure. 

It is Mr. Merit’s intention to train a 
special group of men to handle the General 
Electric product at the Boston Store. 


DAIRY AND ELECTRIC 
REFRIGERATOR DEALER 
‘STAGE PUBLIC TEST 


An interesting experiment to prove the 
food preserving qualities of electric refrig- 
eration was conducted in San Antonio, 
Texas, recently by the Phenix Dairy, in 
co-operation with Cox and Blackburn, Inc., 
local distributors for Frigidaire. A late 
model was set up in the showroom and in 
it were placed several bottles of milk direct 
from the bottler. The refrigerator was 
then started and the box was sealed by 
newspaper men. 

A few days later the seal was broken 
and the milk found as pure and sweet as 
when placed in the refrigerator. Similar 
tests were conducted for several days with 
no change in the condition of the milk. 
The experiment attracted unusual interest. 


FOREIGN SHIPMENTS OF 
ELECTRIC REFRIGERATORS 


November Exports Reported by 
Bureau of Foreign and 
Domestic Commerce 


Refrigeration 
sets up to 1 
ton capacity 


Countries Number Dollars 
Denmark & Fr. Islands..... 5 546 
eee eee ere 6 1,383 
ee eee ee 23 2,009 
POPIROTIONGS: .ccscacvcscese 19 3,098 
NE e-fave¥cdsebearsdee 2 282 
POTUEA 6 vaccecxessiwete 1 130 
RE 545-00404 dria sense bes 13 3,181 
| er ane caer 25 2,537 
DW MOTIME 8. is cieees:sas sae 53 9,711 
United Kingdom .......... 88 15,123 
rer 127 22,839 
UE PUNO. aie:vs0:0.5 asks. woos 1 290 
RE ee ee 2 939 
MEI 05, coisa 0 ly-8 400k ee 12 2,876 
NE, ke -sictork adacs'ad aot c o's 55 8,071 
a eee 43 9,645 
J Se ere 2 658 
Trinidad & Tobago......... 2 360 
et a 1 180 
Sa. vedi Be Hos > Che dune 10 1,949 
Dominican Rep............ 5 2,222 
Neth. West Ind............ 1 180 
a errs 5 824 
go 231 41,437 
NE PE Sein Pod heen exe 201 23,812 
PNY eee 2 a 9 1,406 
ED. Sn 56s Lane's be oe dts 61 7,681 
ee MIL) 83 4) c Lave veuah > 1 142 
EE Sieg Lav de ocwk} 4:64 60% 26 3,333 
0 SP er pee 81 = 11,290 
IL > “ax incor ctecdeiws 27 5,394 
SE aks Ws xo Kade bea e eee 4 703 
Bi A 80 oNle 6 b ve'cleta ys 04 104 = 20,582 
Re rere ere 62 9,634 
REE a thSy dvane cs eedwa'e ss 10 1,735 
Es bi as On 4s Ricew as 1 80 
Java & Madura............ 17 3,076 
Se ee 73 ~=10,780 
ESR eee 260 49,820 
PI 5 ov sie'y S ardid ak Geccw 2 284 
SS  RCODSSHOSDrrr 6 2,125 
I nd 5 chat nkeda’ 6 830 
ee aaa eee 183 35,561 
Egypt So eb bbb bor cee cine Sides 6 1,015 
Mozambique ............... 5 791 

i rere + eee 1,923 328,297 


the New England territory, has joined 
Kelvinator, Inc., as engineer and commer- 
cial sales supervisor for New England, 
with headquarters at the Boston branch. 
Mr. Johnson is a mechanical engineer and 
graduate of Masachusetts Institute of 
Technology. 


Servel Dealer Reports Sales Good 


in San Antonio 
Servel sales in San Antonio, Texas, have 
been good, according to True Renneberg, 
manager of the Martin Wright Electric 
Company, distributors of Servel products 
in this locality. 


GIVING MORE VALUABLE 
INFORMATION THAN ANY 
OTHER TRADE JOURNAL 


“T certainly was more than pleased . oe eae ms 
with the appearance of your Cata- ins Kelvina . Coffey Joins Frigidaire Advertising 
logue and Directory Number. Joins des aa England Department 


“For a new medium, you certainly 
_ travel rapidly, for I believe that you 
are giving to the industry more val- 
uable information than any other of 
the so-called trade journals in this 
country. 

“Let me congratulate you on the 
enterprise of your organization, and 
certainly hope that you will meet 
with all the success you so richly 
deserve.”—David A. Brown, presi- 
dent, General Necessities Corp., 
Detreit, Mich. 


ENGINEERS SHOW 
INTEREST IN ART 


Richard M. Bach, of the Metropolitan 
Museum of Art of New York, emphasized 


J. E. Coffey, formerly advertising man- 
ager of the Coronado Hotel, St. Louis, 
Mo., has joined the advertising department 
of the Frigidaire Corp., at Dayton, O. 


Philip M. Johnson, of Portland, Maine, 
formerly with the Lipman, York, and more 
recently with the Frigidaire companies in 


Patented 
TRIPLOCK 


Patented—Springless 
Automatic 


Electric Refrigeration 


WINTERS & (CRAMPTON \JFG. Co. 
GRAND RAPIDS, MICH. 


the importance of artistic considerations in 
industrial products in his address at the 
opening of the Society of Automotive Engi- 
neers, held at the Book-Cadillac Hotel, 
Detroit, January 24 to 27. In the opinion 
of Mr. Bach, the majority of American 
manufacturers under-estimate the ~ public’s 


TRADE 


EXTRA DRY ESOTOO 


THE PUREST 


- 


taste for artistic designs and effects in 
utilitarian products. He believes that every 
large manufacturing institution should have 
an art director, with the duty of combining 
the maximum degree of beauty with utility. 

During the discussions much attention 
was given to the beautification of the auto- 
mobile. Dr. G. C. Given, of E. I. du Pont 
de Nemours Co., also addressed the meet- 
ing on the subject of lac¢quering as applied 
to the design and color of automobiles. 


SULPHUR DIOXIDE % 


We have an agent, with our product in stock, near you 
Wire us where we can serve you 


VIRGINIA SMELTING CO., West Norrotk, Va. 


F. A. Eustis, Secretary 131 State St., BOSTON 2 Recror St., NEW YORK 


Dealers operating closely-knit territories 
with direct-factory contact and the max- 
imum discount thereby made possible. 
Sales promotional helps of a new order! 
Liberal local advertising allowances! And 
Welsbach’s dominant belief that an 
appliance can be successful only if the 
outlet is successful and liberally rewarded. 


Information about the Welsbach selling 
franchise may be obtained by writing 
Welsbach Company, 307 Ellis Street, 
Gloucester City, New Jersey. 


| HE product is important. The 
Company behind it is equally 
important. You must sell both - 


before you have a sale closed. 


Paralleling the Welsbach development 
of LOW PRESSURE Refrigeration is a 
merchandising experience of forty years’ 
standing —a knowledge of how to suc- 
cessfully bring a product to ‘public 
acceptance and to make money for the 
men who market it. 


The Welsbach Merchandising Plan gives 


first recogni- oO Welsbach cabinets 
tiontoCentral and equipment — 

: from foundry to 
Stations and finished product 
Distributor- by ¢ “AC - rags ok the 


LOW PRESSURE REFRIGERATIONS® 


WELSBACH COVERS THE FIELD — HOUSEHOLD — COMMERCIAL — INDUSTRIAL 
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REFRIGERATION IS 
LOGICAL LINE FOR 
APPLIANCE STORE 


Dealer Believes Direct Mail Brings More 
Sales Than Ringing Door Bells 


A firm. with an established electrical 
appliance trade does not have any trouble 
in selling electric refrigerators, according 
to George J. Schneider, president of the 
Milwaukee Electric Appliance Co., 826 
Third St., Milwaukee. 

Mr. Schneider says that his firm has 
been handling electric refrigerators for a 
year and a half and is now reaping the 
benefits of a great deal of national edu- 
cational work as well as their own local 
promotion work. 

“We decided to sell electric refrigera- 
tors because we saw the growth that was 
coming in the field and today we are glad 
that we got into it at this early stage,” 
said Mr. Schneider. “Two years ago you 
could scarcely talk electric refrigeration to 
any family of just moderate means. They 
didn’t understand what it was all about 
and furthermore they didn’t care a great 
deal. They seldom knew prices of elec- 
tric refrigerators, and if they did know 
they thought they were much too high.” 


Established Reputation Cuts Sales 
Resistance 
Mr. Schneider claims that the electric 
refrigerator is a logical article for an elec- 
trical dealer to handle. Being established 
in business for about eight years his firm 
has a list of customers who are satisfied 
with the washing machines, ironers and 
vacuum cleaners which they have pur- 
chased. They know that the company is 
reliable, a reputation which has helped in 
breaking down sales resistance on electric 
refrigerators much quicker than would be 
possible for a new concern. 


Direct Mail Brings People to the Store 

“We get out literature about once a 
month,” said Mr. Schneider,” and we have 
found that this practice proves to be the 
source of considerable business. I actually 
believe we get more results by direct mail 
than by ringing doorbells. 

“When the salesmen sell a customer a 
washing machine or a vacuum cleaner 
they have an opportunity to explain elec- 
tric refrigeration. As the customers 
already know the salesmen, they will per- 
mit them to take a few minutes of their 
time in explaining the advantages of 
another comfort and convenience for the 
home. 

“I have noticed the growing tendency 
on the part of people of average income 
to buy electric refrigerators,” said Mr. 
Schneider. “Two years ago we never 
could have sold them, but today folks are 
willing to be shown. Practically all peo- 
ple of moderate income buying or build- 
ing new homes are ready to install elec- 
tric refrigerators.” 


FACTORS AFFECTING 
EFFICIENCY OF SMALL 
COMPRESSORS REPORTED 


Effect of ‘Suction-Vapor Tempera- 
ture on Capacity of 


Unit Studied 


In the fifth of a series of papers on 
household refrigeration equipment, which 
have been appearing in Refrigerating Engi- 
necring, L. A. Philipp and C. C. Spreen, 
authors, take up the subject of the effect 
of suction-vapor temperature on the refrig- 
erating capacity of small compressors. In 
determining this effect, an experimental 
apparatus was used consisting of a single 
cylinder sulphur dioxide compressor con- 
nected to a flooded evaporator through 
about 15 feet of ™%-inch copper tubing, 
the middle of which was made into a coil 
and immersed in a brine bath. 

A mercury manometer connected to the 
tubing near the compressor was used to 
indicate the suction pressure. The dis- 
charge side of the compressor was con- 
nected to a compact, forced air, air cooled, 
Flintlock radiator type condenser. A cali- 
brated pressure gauge was connected to the 
discharge tubing between the compressor 
and the %-inch needle valve through a 
large thermally insulated drum. This drum 
served as a reservoir for the discharging 
vapor and prevented fluctuations of the 
pressure gauge. 

A calibrated drum, equipped with a sight 
glass served as liquid receiver, and was 
used to measure the quantity of refrigerant 
condensed over a given time. A second 
drum was connected in series between the 
calibrated drum and the evaporator and 
was used as a reservoir while the cali- 
brated drum was filling. The discharge 
pressure was maintained constant during 
all of these tests by means of the throttling 
valve, connected in the discharge tubing 
between the compressor and the condenser. 
The temperature of the vapor in the coiled 
tubing in the brine tank was regulated by 
varying the brine temperature. 

As a result of the series of tests on this 
equipment, a number of conclusions were 
reached. The first of these is that the 


Electrically Refrigerated Market Caters to 
Exclusive Washington, D. C., Trade 


The Oreole illuminated display case and meat cooler used in this market located in the choice residential section of 
Washington, D. C., are equipped with electric refrigeration. 


Abilene Leads Frigidaire Christmas 


Sales in Texas 

The merchandising department of the 
West Texas Utilities Co., Abilene, Tex., 
led all other Texas cities in the number 
of Christmas week installations of Frigi- 
daire units. 

T. E. Kuykendall is in charge of the 
department, which placed 49 units in 
Abilene homes as Christmas gifts and 
which closed the year with a showing of 
250 per cent of its sales quota. 


First Florida Fruit Shipped to 
England Under Refrigeration 


The first cargo of Florida fruit ever 
shipped to England under refrigeration 
left Jacksonville, Fla., December 30, on 
the freighter Daytonian. Approximately 
6,100 boxes of Florida grown oranges and 
grapefruit in the hold of the ship were 
to be delivered in Liverpool and London. 
The fruit was valued at $50,000. 


Oklahoma Dealer Opens New 
Store 


Fred Wenninger, Alva, Okla., has open- 
ed a new store at the corner of College 
and Barnes Avenues. He sells Kelvinator 
refrigerators, Chrysler automobiles, Allis- 
Chalmers tractors and Holt _ harvesting 
machines. 
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Frick Buys Simplex Ice 

The Frick Co., Waynesboro, Pa., man- 
ufacturers of refrigerating machines, has 
acquired all of the business including pat- 
ents, designs, and manufacturing equip- 
ment of the Simplex Ice & Manufacturing 
Co., Dallas, Tex. The machinery and 
equipment of the Simplex Co. has been 
moved to Waynesboro. ‘ 


New Frigidaire Dealer at 


temperature of the suction vapor at the 
service valve of the compressor has a neg- 
ligible effect upon the capacity. It was 
also worked out that for a variation of 
approximately 35 degrees Fahrenheit, in 
the temperature of the suction vapor in the 
suction tubing, at a distance of six feet 
from the compressor, the temperature of 
the vapor read at the service valve of the 
compressor is effected by only a_ few 
degrees. 

It is then possible to control the suction 
pressure of a compressor under test by 
throttling the pressure at the evaporator 
by at least 20 pounds without affecting the 
capacity of the compressor. The suction 
conditions in the case of the small house- 
hold compressor are totally different from 
those existing with the large machines. 
The efficiency of the small compressor is 
considerably increased by cutting the clear- 
ance volume to the very minimum. The 
efficiency may also be materially increased 
by better cooling. 


PLAN TO MARKET 
REFRIGERATED BODY 
FOR MOTOR TRUCKS 


Robert D. Hatch, of San Francisco, 
working in co-operation with F. E. Mat- 
thews, consulting refrigerating engineer, 
will soon place on the market a new 
mechanically refrigerated motor truck 
body, designed especially for the trans- 
portation of perishable products, according 
to an announcement by F. W. Blair & Co., 
Inc., 42 Broadway, New York, financial 
agents for the inventors. 

The truck body will be insulated so as 
to prevent undue rise in temperature when 
the machine is not in operation. <A high- 
speed multiple cylinder compressor, directly 
connected to the truck shaft, will be em- 
ployed to avoid speed reduction and save 
weight, according to the description. An 
air-cooled condenser will be used, with a 
direct expansion system. 

The inventor foresees a large demand 
for refrigerated truck bodies from dis- 
tributors of ice cream, milk, butter, meat, 
fish, delicatessen products, cut flowers, can- 
dies, salad dressing, etc. 


New Jersey G. E. Dealers Visit 


Schenectady Plant 

A party of New Jersey General Electric 
dealers, headed by Philip H. Harrison, 
Newark distributor, recently visited the 
Schenectady plant of the General Electric 
Co., where they were conducted on a tour 
of inspection through the buildings in 
which electric refrigerators are manufac- 
tured. 

As a side trip, the party, in two big 
busses, stopped in Albany to visit the G. E. 
refrigerator branch of the Electric Supply 
and Equipment Company there. Roy 
McMilan and other representatives of the 
Albany company entertained the delegates 
during their stop there. 


Electrical League of Utah Elects 
Officers for 1928 

The Electrical League of Utah has elect- 
ed the following officers for 1928: Presi- 
dent, R. M. Bleak, Utah Power & Light 
Co. ; Vice-President, J. M. Perlewitz, 
Graybar Electric Co.; Secretary-Treasurer, 
G. W. Forsberg, Wasatch Electric Co. A 
series of three weekly lectures on subjects 
covering various phases of the electrical 
industry has been arranged and will be pre- 
sented by local men, who will talk on sub- 
jects associated with their particular activi- 
ties. 


Refrigerator-Oil Burner Sales Com-| Milwaukee street, to deal in oil burning Greenville, Texas : 
pany Incorporated at Milwaukee — plants and electric refrigerators.| Ww. B. Mosely and J. H. Yancy have 

€ company members are Raymond T-.| opened an agency for Delco-Light and 

The Petley-Carver Corp. was recently} Carver, Robert B. Petley and F. T. Car- Frigidaire products at Greenville, Texas 

formed in Milwaukee, with offices at 461 | ver. ; ‘ 
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THE SATURDAY EVENING POST , full page, February 4th, 1928. Cabinets 


by Seeger are built for any standard electric or gas refrigeration unit. A com- 
plete line for Home, Hotel, Club and Restaurant 
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N. Y. UNIVERSITY 
REFRIGERATION 
COURSE COMPLETED}: 


Seale of 18 Lectures on Domestic 
Refrigeration Closed Jan. 25 


A series of 18 lectures on domestic elec- 
tric refrigération which was announced in 
the September 28 issue of ELEcTRIC 
REFRIGERATION NEws, has just been com- 
pleted by the College of Engineering of 
New York University, New York City. 
The course which opened on September 22 
was directed by Collins P. Bliss, associate 
dean, College of Engineering, who was 
aided by S. K. Barrett, associate director 
of the evening engineering courses. 

After conferring with the officials of the 
New York Edison Co., and men prom- 
inent in the electric refrigeration industry, 
it was felt that there was a need for a 
night course on the basic principles of 
domestic electric refrigeration, particularly 
as it applies to the installation service and 
operation of the various machines now 
merchandised in metropolitan New York. 

The first of the regular Wednesday eve- 
ning meetings was held on September 22, 
with C. K. Nichols, power engineer of the 
New York Edison Co., in charge. Talks 
were given by Mr. Nichols, followed by 
O. H. Caldwell, of Electrical Merchandis- 
ing, and Mr. Fletcher, of Electrical Record. 

Fundamentals First Considered 

In the lectures which followed, the sub- 
ject of electric refrigeration was discussed 
under two heads: (1) The Fundamental 
Principles, (2) Applications. 

The first five letters were devoted large- 
ly to the discussion of pure fundamentals. 
For example, on October 26, Prof. Mor- 
rill, of the New York University, College 
of Engineering staff, lectured on the funda- 
mental gas laws, with special reference to 
refrigeration problems. It is assumed that 
the refrigeration engineer must undestand 
the laws of gases in order to understand 
just what happens during the compression 
process. 

The behavior of gases under various con- 
ditions of pressure, temperature and vol- 
ume was discussed in this lecture. Prof. 
Morrill again talked on Nov. 2 discussing 
the subject of pressure-volume heat engine 
cycles, giving definite relations of the 
reverse heat engine cycles to the compres- 
sion system of domestic refrigeration. 
Suitable problems were developed to show 
the work required to compress a given gas 
under different conditions. The require- 
ments for a closed refrigeration cycle were 
submitted. The total work required for a 
given closed type of compression refrig- 
eration cycle was developed in detail. 

With this lecture the discussion of pure 
fundamentals, as a major consideration, 
was completed and the rest of the series 
was devoted to practical applications, with 
talks being given by representatives of 
manufacturers as well as by several men 
connected with publications interested in 
the electric refrigeration industry. 

Housekeeping In a New Era 

No. 11 of the series of lectures was 
delivered by Earle Whitehorne, commer- 
cial editor, Electrical World, who spoke on 
the subject of “The Equipment Problem 
in the Home.” Mr. Whitehorne says that 
there are two basic responsibilities in life 
—breadwinning and housekeeping — and 
that while the business of breadwinning 
has developed tremendously since the cave 
days with man’s share of finding new and 
better: ways of making a living, women 
have not materially improved the processes 
of housekeeping until very recently. We 
are now in a new era as far as the home 
is concerned. The cottage industry woman 
has been cast into a mechanical, mass pro- 
duction world. The same economic stresses 
that put machinery into factories is now 
beating on the home. We must introduce 
complete mechanical equipment, financed in 
the building mortgage and answer the 
desire of modern women for freedom from 
drudgery. 

John G. Cassidy, sales manager, Kelvina- 
tor Sales Corp., New York City, delivered 
lecture No. 12 on the subject “Kelvinator— 
Its Place in the Industry and Its Mechani- 
cal Application to the Refrigeration Cycle.” 
Mr. Cassidy told of the rapid growth of 
the refrigeration business and showed Kel- 
vinator’s part in this growth. The various 
steps and changes in the design of electric 
refrigeration units from the pioneer days 
to the present time were brought out. Kel- 
vinator’s mechanical application to the 
refrigeration cycle with a description of 
and reasons for sulphur dioxide refrige- 
rant, a storage tank, a thermostat and an 
air-cooled condenser were brought out. 
Following the lecture, Mr. Cassidy answer- 
ed questions asked by the students. 

The Hermetically Sealed Machine 

The week following Mr. Cassidy’s lec- 
ture, Fred T. Harvey, district representa- 
tive of the Electric Refrigeration Depart- 
ment, General Electric Co., spoke on the 
problems of developing, manufacturing and 
marketing the hermetically sealed domestic 
refrigerator. This development was 
brought out through the use of motion pic- 
tures and slides. Refrigeration as studied 
in the experimental laboratories of the 
company was iHustrated and the early type 
of hermetically sealed machine discussed 
y a factory engineer. -A cut-away 
machine was available for examination by 
the students. 


The January 4 meeting of the class was 
given over to two lecturers, J. B. Church- 
ill, consulting chemist, Icemaster Corp., 
and K. S. Baxter, of the Copeland 
Refrigeration Co., 480 Lexington Ave., 
New York City. Mr. Churchill gave 
a brief discussion of the more .impor- 
tant commercial refrigerants, including a 
short history of their methods of manufac- 
ture and comparative properties. The 
inherent limitations and the undeveloped 
possibilities of each refrigerant were 
explained. Mr. Baxter, with the aid of 
exhibits and lantern slides, gave an inter- 
esting presentation of the application of 
the principles of refrigeration as exempli- 
fied in the Copeland domestic refrigerator. 

On January 11, Harry D. Edwards, of 
the Linde Air Products Co., New York 
City, gave a concise and interesting recital 
of the effect and influence of Underwriters’ 
municipal and state codes on domestic 
refrigeration. 

At the January 18 session, A. Rathe- 
macher, service engineer of the Consoli- 
dated Gas Co., of New York, spoke on 
the subject of “Refrigeration by Gas.” By 
means of stereopticon slides the principles 
of operation of refrigerating systems of 
both the compression and the absorption 
type were discussed. As each type was 
explained, an opportunity was given for 
the students to ask questions. Slides were 
then shown illustrating various cabinets 


built for the continuous absorption system 


without moving parts. A general discus- 
sion followed the lecture. The final meet- 
ing of the course was held on January 25. 


37 Per Cent of Homes in Average 


Town Use No Ice 


Summer and near summer temperatures 
recorded in October and November, 1927, 
were responsible for a sharp increase in 
the earnings of leading ice companies, over 
those shown for the same period.a year 
ago, according to reports received by 
John Nickerson & Co., investment bank- 
ers, states Refrigeration. «© 

The article also includes the following 
information brought out by a recent sur- 
vey of a typical American town. Of the 
families in this town, 37 per cent were 
reported to use no ice; 49 per cent of 
the homes use ice from 1 to 6 months in 
the year and the remaining 15 per cent 
use ice from 7 to 12 months in the year. 


Sold 60 Machines in December 


The H. G. Bogart Co., 132 S. Howard 
St., Akron, O., announces the sale of 60 
General Electric machines during the 
month of December. This company anti- 
cipates a good volume of sales for the 
coming year in both city and rural sec- 
tions. 


Compressor Handles 18 Separate Units 


This shodel 1000 Lipman machine in the basement of the La Lorraine Shop, 649 
sa ci New York City, chills 18 individual units including the cooler on the. 
left and the hardening box on the extreme right. 


Woodbridge to Visit Knoxville 


C. King Woodbridge, president of the 
Electric Refrigeration Corporation, will 
visit Knoxville, Tenn., in the near future 
according to a statement by George E. 
Helm, president of the’ King Mantel and 
Furniture Co., Kelvinator dealers in Knox- 


ville. 


Wins New England Contest 


Walter N. Eaton, Frigidaire and Delco- 
Light dealer of Bangor, Maine, was a 
recent guest of the Frigidaire Corp., at 
Dayton, Ohio, having won a free trip and 
a cash prize of $300 for selling the largest 
amount of equipment in the New England 
territory during an eleven-week contest. 
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ore News... 


on the new H-5 Servel 


ERVEL offers in the new H-5 a home refrigerator as 
satisfying to the modern housewife as it is to the 


experienced dealer. 


Pleasing in compact design—beautiful proportions— 
smooth, rounded corners—sturdy cabinet of “Armco” 
Ingot Iron—exterior of special new lacquer finish ex- 
clusive.with Servel. Presented in white and four luxuri- 


ous new colors. 


Mechanically the refrigerating unit is a marvel of sim- 
plicity—built and tested for dependable economical 
operation. Installation and service costs brought down 
to a minimum. Here is electric refrigeration—adequate 
for the family of four or five—at a price that makes it 
one of the outstanding values in the market. 


* 


* * 


In addition to the H-5, Servel continues the well-proven 
- “§” series in 5, 7 and 10 cu. ft. cabinets—all available 
in the same wide range of color finishes—all at new 
lower prices. Now, more than ever before, the Servel 


The H-5 Servel 
Brief Specifications 
Exterior dimensions: 26%” 


storage space 5 

ic feet, with 7% salle 
feet of shelf area. Forty- 
eightice cubes at one freez- 
ing. Insulation: 
corkboard 14%” thick on 
the sides: 2” onthe bottojn. 
White vitreous porceldin 
interior. Refrigerated with 
the new Model 12A single 
cylinder, 1/6 HP 
uipped with an du- 
tomobile radiator type of 


PRICE 


*215 


F. O. B. Factory | 


”" deep and 56” 


ressed 


motor 


é 


line is definitely set to bring some neat 1928 profits to 
active merchandisers. And here is why: 


1 Servel is built by one of the oldest concerns in 
¢ the industry, an organization of integrity and 
experience, soundly financed and ably managed. 


2 Servel is up-to-the-minute in design, quality 
¢ of construction, reliability of mechanical 


performance. 


3 Servel color finishes mark an entirely new 
¢ note in display and sales value. 


4. 


careful prospect. 


Servel prices will persuade even the most 


5 Servel advertising—big color pages and 
¢ double pages in leading national magazines 
—appearing continuously through the busy buy- 


ing season. a Wak 


* 


A few excellent territories are still open for the sort of 
dealers who know that profit in the refrigeration business 
comes from real merit in the product, and conscientious 
sales work. Please address inquiries to Evansville, Ind. 


SERVEL SALES, INC. 


Factory and General Offices: Evansville, Ind. 
Administrative Offices: 51 E. 42nd St., New York 


SERVEL 


Electric Refrigeration 
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ELECTRIC REFRIGERATION NEWS, FEBRUARY 1, 1928 


DEVELOPS SALES 
PLAN AROUND STORE 
DEMONSTRATIONS 


Madison, Wis., Hardware Man 
Finds that People Must Still 
Be Shown 


If you want to sell electric refrigerators 
you’ve got to do a lot of demonstrating, 
according to H. C. Krehl, of the Krehl & 
Son Hardware Co., Madison, Wis., han- 
dling Copeland refrigerators. Mr. Krehl 
has been featuring store demonstrations 
very heavily and has found that they bring 
good results. 


Curious Onlookers Develop Into Buyers 


In the windows are large signs featur- 
ing the demonstrations. “We found that 
there were many more people interested 
in seeing electric refrigeration demon- 
strated than in buying it,” said Mr. Krehl, 
“but we have changed many of the curi- 
ous onlookers into actual buyers. When 
we first took on the line we thought that 
we could go right ahead and sell them. 
However, we soon found that we would 
have to do a great deal of educational 
and promotional work first. Now that 
this work has been done quite satisfactorily 
we are finding that sales are coming to us 
a great deal easier.” 

Mr. Krehl pointed out the advantage in 
placing the electric refrigerator depart- 
ment in the front of a hardware store so 
that everyone who comes in must walk 
between the displays of white refrigera- 
tors. Naturally the idea of electric refrig- 
eration is brought home to all visitors with 
force. 

Since people come into a hardware store 
to buy many small articles there are con- 
tinued opportunities to attract the interest 
of people who will eventually buy. The 
Krehl store is located on East Washing- 
ton Avenue, the main Wisconsin highway 
leading into Madison. ; 


Established Trade Makes Prospect List 
Easily Available 


“In the hardware business we are con- 
stantly brought into homes. It is then our 
business to notice whether or not the 
family is equipped with electric refrig- 
eration. If not’ we can suggest the idea 
and invite the owner of the house to come 
to our store for a demonstration. We 
have gained many new customers through 
this procedure. We already have regular 
accounts which we can work without go- 
ing out to work up a new list. Of course’ 
there are people in this city whom we have 
never sold, but they have heard of our 
store during the last ten years and that 
factor makes our work easier. 


WOLVERINE TUBE CO. 
COMPLETES $300,000 
EXPANSION PROGRAM 


The Wolverine Tube Co. Detroit, 
announces the completion of an expansion 
program which has called for an invest- 
ment of over $300,000 in new buildings, 
new machinery and the re-alignment of 
working equipment. This company, manu- 
facturing seamless copper tubing, has 
grown side by side with the electric refrig- 
eration industry from what was a modest 
business less than nine years ago to one 
which now occupies an entire city block 
in Detroit, almost five acres of equipment 
under one roof. Charles C. Limbocker is 
president and Harry J. Hooks is secre- 
tary and treasurer of the company. 

From the start the Wolverine Tube Co. 
has maintained an intimate contact with 
the leaders of the industry, and as demand 
has changed, has changed its product to 
meet the situation. When manufacturers 
and distributors asked for longer coils of 
seamless copper tubing, even up to 100 
feet, the company developed new processes 
of tube drawing. When it became appar- 
ent that all tubing used in our industry 
must be absolutely free from any trace of 
scale, this company developed equipment 
for bright annealing. When the produc- 
tion of condenser coils became so great 
that it was possible to establish standards 
for their production, the company designed 
and built still further automatic equip- 
ment for this purpose. 

This close contact with the electric 
refrigeration industry has brought to the 
Wolverine organization almost every sort 
of seamless tubing problem. A wide range 
of diameters is called for and an even 
wider variety of condenser coils is de- 
manded. The manufacturing division has 
expanded beyond the point originally set 
for it. Because of these conditions it 
appeared advisable for the Wolverine Co. 
to entirely rearrange its plant and equip- 
ment. This program, which has been 
under way for some time, is now com- 
pleted. 


Dry Ice Buys Factory Site 
It is reported that the Dry Ice Corp. 
has purchased a large plot in Elizabeth, 
N. J., on which a plant will be erected for 
the manufacture of carbon dioxide ice. 


Tea Room Near Scene of Decisive Civil War Battle Is 
Equipped with Three Electric Refrigerators 


ANNUAL SALES OF 
TEXAS DISTRIBUTOR 
REACH $1,500,000 


Growing from a small concern, estab- 
lished ten years ago, the P. M. Bratten 
Company, wholesale and retail distributors 
for Frigidaire, in Fort Worth and 112 
Texas counties, is now doing a business of 
$1,500,000 annually, acording to D. P. An- 
derson, secretary of the firm. At the time 
the business was organized, however, Delco 
light units were the only electrical equip- 
ment handled. 

Thirty-one persons, exclusive of the offi- 
cials of the firm, are employed in the 
various departments of the Fort Worth 
firm. In the downtown retail store every 
Frigidaire model is on display. Separate 
wholesale exhibition rooms are maintained. 


MAKING THE MOST OF 
A SMALL WINDOW 


Although the Cisco Home Utilities Com- 
pany, of Louisville, Kentucky, oil burner 
dealers and agents for the Copeland 
electric refrigerator, have only a small 
window space, yet they manage to make it 
effective. 

For their Christmas display, the back and 
sides of the window were hung with the 
tissue paper that simulates red brick, with 
a fringe of silver tinsel at the top. The 
floor was covered with cotton, sprinkled 
with mica snow, and the entire floor and 
window space outlined with ropes of silver 
tinsel. Placed diagonally in the far corner 
of the window, which is long and narrow, 
was a small-size Copeland, with the door 
open. It is filled with colorful fruits and 
vegetables. Hanging against the food- 
laden shelves was a big red wreath, inside 
of which appeared a sign, “For Her Christ- 
mas.” 


ELECTRIC REFRIGERATION 
AND RADIO MAKE A 
HAPPY COMBINATION 


Mr. Williams, of the Edison Electric 
Shop, Louisville, Kentucky, agents for the 
Servel electric refrigerator, feels that radio 
and electric refrigeration are a particularly 
happy combination. From March to Octo- 
ber the dealer can conduct intensive selling 
campaigns on electric refrigeration, and 
from October to February he can do the 
same thing with radio, thus solving that 
problem of every specialty dealer—the 
slack season. 

Mr. Williams is a strong believer in 
advertising. He uses local newspapers to 
supplement and drive home the national 
advertising of the manufacturer. In the 
store he makes good use of show cards, 
giving a decorative effect by confining him- 
self to one card of a kind, so that the cus- 
tomer coming into the store is interested 
instead of having a confused feeling that 
the walls and counters being cluttered up 
with advertising. 

But Mr. Williams feels that while adver- 
tising of all kinds is valuable, the personal 
contact is required to sell electric refrig- 
eration. He employs a crew of trained 
men to make house to house calls. Much 
of their work is, of course, of a missionary 
nature, that of introducing the idea and 
creating the desire for electric refrigera- 
tion. 
Mr. Williams is enthusiastic over the 
future of electric refrigeration. He thinks 
that the spring will see many new units on 
the market, and advancements in those 
already being manufactured. He says that 
in the near future the electric refrigerator 
will be as universal in the home as the 
radio has become. 
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BUSH CONDENSERS 


Made in any size or capacity. 
| Seamless Copper Tubes, Individ- 
ual Fins, Maximum Efficiency. 


—_ 


te 


: 


BUSH MFG. CO. 
Hartford, - - Conn. 


WHITE-HANNA 
302 Lincoln Bldg., 
DETROIT, . MICHIGAN 


ELECTRIC REFRIGERATION 
DISTRIBUTORS AND DEALERS 
You need the PEERLESS 

line of commercial units. 

PEERLESS units give you a 
COMPLETE line, ranging from 
1 to 10 tons. 

Fifteen years of successful 
manufacturing and merchandis- 
ing of ice machines are behind 
the PEERLESS name. Our 
record warrants your most ex- 
acting investigation. 

WRITE OR WIRE 


PEERLESS ICE MACHINE CO. 


515 W. 35th St. 
CHICAGO, ILL. 


i Ro ae 


The two world re- 
nowned places in Get- 
tysburg, Pa., according 
to C. T. Ziegler, are a 
Civil War battlefield and 
his Blue Parrot Tea 
Room, which is equip- 
ped with three electric- 
ally refrigerated Herrick 
Cabinets, one of which 
is shown here. 


efrigerator Hardware 


Hinge Special Tempered Spring Brass Front 


Stamped Brass Hinge Made in 2 Sizes 


Made in 2 Sizes 


Hinge Special Tempered Spring Brass Front 
Made in 3 Sizes 


Stamped Brass Hinge 
Made in 4 Sizes 


Automatic, also Reversible. 
Made in 5 Sizes 


Automatic Lock. 
Made in 5 Sizes 


Automatic for Service Door 
Same Type in Cooler 


_ Reversible. Made in 7 Sizes Entrance Door Size 


Locks and Latches, over two hundred sizes, in the latest improved 
types of automatic, non-automatic, reversible automatic, with and with- 
out rollers, also springless, underthrow, or better still, the overthrow 


which does not pry down on door. 


Hinges to match in over two hundred sizes and types. Both locks 
and hinges are made of solid cast brass, bronze, special. tempered sheet 
brass, and other practical metals. Also corners, drip traps, knobs, handles, 
screw machine products, etc. 


; Finishes: bright nickel, dull nickel, bronze any color, brushed silver, 
genuine chromium plate, or any special finishes required. 


GRAND RAPIDS BRASS CO. 
hs Grand Rapids, Michigan 


t 


> | 


( 


day 
sell 
tot 
sell 


tica 
redt 
just 
desi; 
man 
of b 
the 

W 


petit 
of 
the 
incre 
of tl 
rapic 
tion. 
meth 
mach 
stage 
reduc 
indus 
expel 
wher 
must 
ment 
such 
heret« 
must 
intens 


prisin; 
tribut: 
case | 
involv 
is con: 
ing, | 
typical 
to twe 
in carl 
on L.C 
ways ¢ 
tant oO 
alike. 
The 
factors 
tation 
shipmer 
The n 
shipmet 
itself a 
crating 
added t 
handlin; 


Consi 
largest 
of crati 
varied, 
the amc 
Experie 
that a 
will red 
will co 
While | 
cannot | 
ers will 
box an 
case of 
enamele 
sideratic 

Carta; 
Variatior 
a conser 
ends of 
and wa 
month. 
It ma 
total cha 
dling wi 
roughly 
sale cost 
and whil 
ably, it s 
taking th 
A figui 
average | 
can best 
Ing rates 
point, =f 
that Gray 
Point of 
considera 
from. this 
center ri; 


burgh, an 
Oints t!r¢ 
cents 


lee 4 , iad ¥ % Pa eR” eae a E Tagg: ue. he a ae Bi 1 ORES Bae ai 4 yr ri : - i 4 ay ae: Bl Soide ee 
i Spey ale ys sg , | Oss = sa 1 Ly z Ne ee | en 2 Lapelas | pees he Kgl z Ae s “ * : od % 4, ae 5 4 Cats 
aa ¥ ay may tt eae ts (; Eas. eae soa Ie Sa tes eR Ca ait aa a Stee eS te ee ae > Mae : Ae og , is “ke fis tee a a ae 7 ee 
ie Se SRS as > A Ul at it 3 hips Tek (Coe a! ‘ Pie) i em Oe RE eh = - ae oe ite Ba ae a oe ee ee -! 5 ci ei disse Par 1,04 can be Cs i & me go est sie oa 
Sv ae eet 8 a Ba 3” bce ie Mp Cet. + 5 eR Se ey SE 5 SM dd Pa? faa RE Paty. BS es Ry aay, ema 3 wie Tae: hte eo nS aetrs Ds big eon = PME ee ay ad j ae ee ee 
ec fet i + ane: Bes oa pore Se 1 Seesia heen tomb Bit: teh of SRN PRE Rea ee ae Se. sn fete. a Ee Loa ey RMS aye ‘ < ! +; ee : * mics Saar recs yee’ é aia He cet pages (> pik gat ae FP sie ~ iG 
i a, ‘ . * 4 : pal mah Ae ee 7° ay : bos " Re  . jars 3, ab meee”. |’ Sate” ie g NES ee ery 1-8 Sen ee Se) eat: <& ice yee eR cae Rs 
5 ee . 4 ° ® : - ’ eee x Mere 
eo > <5 
aig 
a et a : 
ras a : 
“eS ‘ 
me «8 ee 
ay ee ae 
3 
a8 any 
pape 
* 
‘ 
: 
é 
: pee: Bo Perit 
s fe . . 
SB OS TO Ra ea ae ie RR LS PARES i273, LAL SACES TASES te aR AONE Aaa eas Rho eS REELS ROS RAN Ty LE SRT A AME POT 
= ee ee a Re RS See i a 
we EN OS ETE GIG ee acs + a Pee NO REL RRL ER, PREIS REESE” AL A RE I ST REE ARIE SPREE SERRA SL DPTT sats MERE CRD toa ae “ ; ; 
: USS Dc Data are COT Stare REMMI ID Eee “Seo ae RS De oO IRE RR RESELL Cn Pa eh eSB IED Tete ELS e 2 MO Peg 
os Oo TO ei aOR EAU SEL Me OSE AMES Set nen AMES Pech T a tutes aghgstettnn: tigers ats io eras att can egneerabaee tates Petad et the 72s nae Waar, ee ~ +’ 
Fear "DRE IME AALS ROSE EDR “ERP geese dios aetna ieee ote or testa caae ne eaten ater seal .A Lime RR et 
Se ‘TE eRe a TRS Sasi a ate RRI ED EE seit! PROSSER Se RON hg et LALA EAR TCR GET ve Ft 4h 2 | 
Teo wy ‘ PAE RE ada ey LEP S ee sd , Bee Are tae ie Take neeetinte Setter, tonal Sena aatsts: Laveen geen e mete tate tae lle SEPT a I *% ake i 
: ~* re isc, ge . CAAT ewe Sit bret create Lae tite ARON eS a eee Sean ea ion ae ° Poe ede oN ero, ¢ dy. 
; : ee el x ee In, =r ees BA? > ake “¢ 
a 7 ea SSRN aMe et tear ES Be Seen eer netucictre acrrecn featmunpeteenss ie tem “yas! Oi Ee lee ma 
= i a aa <a 7 rao 5% v PE TP net aR pa oa wert ie oh tan) the boss Celt 9s heels ew: 5 ek: Le 3 +7 B23. Lae eat Si 
pO tae = Me = . Dae ee See Om HES SRE NAN ge 3: -§ 
ee Te ee we EE tay a ee nee emer meee TR 
es reese +s RA BRRR NESS Su MCAS. $F PPh tig ee - oe ig.) se « #4 go Me. SO See ts ¥? . 
weer PAH ig Oy fee “4 * POR a hes ye ea ae” tet os . he ie. ja Misti | i 
ee SO ak. te, | OS a A ener as Na ae oa ae RG am RRS o. Hie 
ee 0 Ah —. ait oe i “4 te 4 Z| AN ELE aes @ 4 * WA 1 a ie meee 
_ ee”) 7 Hi, 7 wy is : ay: " = nthe 2", - 4 ae, 1 fee ie at oe ft 2 i 4 3 
a Faeries eere YS  ——— 3 ‘ ; ye im a oe 3 & Y fen Fa) F PY BE: B:: 
<< 5 ie? ee >  .. Faget & x . -. 5 - ” Aiea! ate <r Ee pA ed a = a, fa 
> ML fs igo 7 ate oer - mS : ieee oes 7a as 2. 64 pla ea. ew Toe Be 
_ se ERT ei 34 a oe, a Pes Strat g Peer SO a ae ghee 
; Ee > eae Lae : Ph 48 tas sp ~= Se RS nie: Te a MT 
3 4 By ee : a : ies a. : : is SiS ~ 6 2 jort 7 ie Jaan Lo oe - mr a ; i ; 4 
. hs, Ata > L cas oi'* 3s: wy aga < i eh : 9 : ss “. an ae Pecihok," a ft 
es a ee ' ie | ROTI ne a ra ie fi od yo et IB Pe eo a be. ‘ 
ee STON - side Be an : rebt f Pe nd % . > “silo! A x we ! 7 4 in : r 
ei fA Bees Ey ena S vine, Sa i Eee ae pr Peis AT ime ca ae ee ees 
eid hay sf rion a ee x a ae bf é& pe: ys eeu Lad Sel : 2 pe ae 
oi: SS eee.”— CO ee OLE a ee epinas SES ™ 4% 8s ei Semen Jr oe ; Beat f = 
te. ae ce Fs aa of BOR Goo bape 2 sore 2 SUC ao a a a} 4 st Soe 
ee, aioe, * Teo ee ne ee oe ety. Ade pitted OL + = ee ey 7 ae edi 1 ath 
a wii Ft ee a pet Se Soe oe Fe EM te ee > sa maps : f° 
Pet a rome it To, Si Gees ‘ \* © i y >t tame 7 ft eeeteanmes Lees 3 ey’ wor ay — a : FF >. aan BB a . wk thwoominnd bentinorace- “ah - + om 
eee isa —_ 1p aR Bs x 2 2 aes Pt, Oe be & . o £° 2 aaa ——s 2 ——— i ie as -— — “ew . a. eee fa ; i. e 
2 ee oe wee er a x," LOR oe ey. wpage ne, £o° a ie wipe ees, —— ‘* : a howeilie’ A Ge Poe Ree ons oe ff 
CREAR) = 7 fas aah? a7 > 2h y a an 1 erie: ‘ one teh Sn 7 rt * is iy a SR aera: ve s 
‘Sa m, - “ea ey ER Bj Hic. | ° timed te cae Ott eo em ei : bt, See Z ri! SR es = meee 3 
rhs ae ee a Ry . 1S *eedeneee ste eT Ct i ee *. i aaa 2 AE * 24 
ed oe a agli a Sims. TD nee a a. . a = ee 
‘ae aoe oh. ae s _— a, ah eo sf ti ee eee a = 4 ” 2, "a ‘ 
ieee Cees i ae 2 . oe i « eae, , ae. ae ~ % a hg LO ae ee oe 
ote 8) aks es a: Ast ia GEE, 2 ke eek SA tara ‘ 
eek eee we ‘* sale ie a a * 1) tres . a pik Goa re cn a ee NR eA OAT 
anal a eee gt ee : OWS, 3 . , Bet 2G oe Sh. a a 
ths os) ee gee ee es > ego Re is se , ‘ ; ‘lie FES Zc pion pe ~ ae oe 
ue m7 ett ate: - ' 2 - s SU ee © is BES oye ns f 
er ull SNe ea be a2 3G 4 : x= ¢ p ‘ iA : “ ae ae . 
ia Pape ees See - ae. epee Met ? See ie a | ' % 
si ae a ae aoe Wy Bp Fs — eek Se ; 
oe p poate. 1. : i aed = Br ane Se r 6 Bk ~ ‘ ene a ' 2 aa 
os “ f y 9 Rn a 2 “¢ sis = Sg POL nn _Saeonene 
ED os ati | £ s a: ge —— d i 
y b rrr si a » Se So Se = 2 * ; | ee 4 } if 
oe : : Bia ae 3 (| Be: li vite ae |p y 
5 i be ‘ 7 + erate ta } Sere ee TT 
| | = - } + 
¢ Fee SS a 
ay —_ Ee A imi 
«ltt 7 | ——T R 
: feeiereseetl Ls nowy SSS. Wh 
oak oF “4 . ae ; . 
a (ime oe |) almos 
aes a eR cS 7 i ne A [eee ago 
cae | . } 
, ‘ 
re | a 
| 
; f 
| 
. | 
a ; ' a 
* * , ¥ 
‘s ; * — _ es 7 ray . 
4 Bi at er a. _ Soa cc rena Ly oe oe x 
‘g Re St Fs Ama é whey See Rs os Fo aR . es a 
: Sere ee - * le BE eR ke soy SRS ae a alee oe fog 
ei } : —.°. aan ? Bl eet Ae Gee ee ERY 
a j So ae —. eee re OA Se ee: | ie 
a A it 3 See a A oe corn ey ae fy, CTS Rs gaat 2 
a * . ae i se taen COS aoe y Bat Ne Sere“ : 
y \ OR, a é Peres A) Pe Ft 
. SS ee NO: vOE 
; . a ; _, 
P d oe iv gy 
ve . ‘ 
a 2 ee 
RMA | 
; | oe : f 
lige | . - ee “aah ; 
| . sai ‘ {Ripe os 5 * Sas : ~ te e <% Be ee eo eae # 3 
* ; ; a 5 en : a > Z : 3 - Re 
} / : ‘ PES nin — - - ee UR ee ee 5 ee * soe 
“get | OS Pe - mae eS % —- = ra _ a eee gee a ae i ote [a » 
pee | SES SEU es eS Ses. ee ee at 4 pe ‘i 
; os ve eR ja ae j e 
7 | i" » me zie “i 
3 | , “% ee 
Se ae f 
ae | Pet A om ge y Be ily ot 
Bi [phe a ‘ 
sie ) ae Sa es 4 , 
+ ey eae ba: oo J q 
; omy es ‘ ses 
i : Owe uf i FFs 
" : —— - ms y “* Bed 
ee | 2 ae £ j 
rr WW oe \ | —_ é % hh ras ee 
: re La — (sJ- 2. * 
; : ; ~ J 1 2 
se Wis - o j : sation sanpetaill qa 
ao ce ‘Mes per ty : i . 
oo Bie. oe ” 
a D> a a ¢2a> = 
é F ee leas ‘ ; oe 
‘ wie gy . : Tah é, Ne 
7 eg oe ® eae ql 
| = Me) > : aoe . b utis “8 
eer ere ’ aie 2 ey 
nd e “4 al se . ae ay, 
peed tae = 4 — CF yee 
. ! i + A F i = a : 
xs The 
<i pews, i 
oR apids o 
- Would in 
——~ = 
7 4 = 
por # 
a F 
; : 
¢ ; a 
S 
| 
z si > 
e a 
- , € 
a ewe 
1 Ss 
| 3 l= 
Ati ie Y 
oie She tego Eee its at Ae - ‘Rie 1S nee ES ae! Maite Wet saab : -? 3 z vse'd > hs -e e=t ’ 2A a x - = 
: fo haee ee “ " ain’ Teal at eee” NO Ae ee este gee oe EB meee “a preety nem i el ch pe as SAT air SO cea a ONT Stans, SL wee ch nape ES ae eae 4 = : ugk” 
by ke ,? ar 7 fas ey Ny gm oe <2 one ass tes Se fan iced Soca : . aay ee, 7” ee ia i RE ay le a) ne . as es: ¥ a \ 7 er 
p. ta “ap ae Bt gp fe NO ne ae Roca BREE hae ee uu 
2 ay YJ i 7 coral a v4 af tt -—- be ee a ae “en lf < 
a es ener ee at ae eae ee ty ae 


“ELECTRIC REFRIGERATION NEWS, FEBRUARY 1, 1928 


1Y 


A Study of Refrigerator Shipping Costs 


By Geo. R. 


Meyercord 


President, Haskelite Manufacturing Corporation, Chicago 


LD timers may recall an enterprising manufacturer of a generation 
O ago whose advertising slogan was “Jones Pays the Freight.” Those 
days are gone forever and now-a-days no sensible business man, buyer or 
seller, attempts to cover up the fact that some place along the line the 


total cost of transportation must be 
selling price of any product. 


added up and tacked onto the final 


Transportation costs represent a very tangible part of the cost of prac- 


tically every product, especially refri 


erators. Efforts to reduce costs by 


reduction of transportation charges are 
just as legitimate as the efforts of the 
designer or the efforts of the production 
manager to find a better and cheaper way 
of building the product so that it can have 
the widest possible sale. 

With the narrowing and intensified com- 
petition which the manufacture and sale 
of eiectrical refrigeration faces today 
the problem of shipping costs assumes 
increasing importance. The development 
of the mechanical side of the business is 
rapidly approaching comparative perfec- 
tion. Manufacturing costs and production 
methods of the electrical refrigeration 
machine itself have certainly reached a 
stage of development where further radical 
reduction of price is scarcely probable, for 
industry has passed from the stage of 
experimental development into the stage 
where improvement and price reduction 
must come by the slower process—refine- 
ment of detail. All of which means that 
such factors as the cost of transportation, 
heretofore regarded as somewhat minor, 
must be brought out into the spotlight for 
intensive study. 


Rates Comparatively Low in U.S. 

While transportation costs in the United 
States are notoriously cheaper than in 
almost any country, they represent a sur- 
prising percentage of the cost to the dis- 
tributor. Especially is this true in the 
case of the longer hauls wihch become 
involved as soon as national distribution 
js considered. If, as I will show, the crat- 
ing, handling and freight charges on a 
typical seven foot box may range from ten 
to twenty per cent of the wholesale price 
in carload shipment, and 13 to 37 per cent 
on L.C.L. shipments, the problem of finding 
ways of reducing these costs is an impor- 
tant one for manufacturers and dealers 
alike. 

The first necessity is an analysis of the 
factors entering into the cost of transpor- 
tation and a tabulation of the costs of 
shipment to various representative zones. 
The major costs directly chargeable to 
shipment are first the direct freight charge 
itself and secondly the costs of cartage, 
crating and handling to which must be 
added the expenses incurred by damage in 
handling. 

Crating a Large Item 

Considering the latter group first, the 
largest single item is undoubtedly the cost 
of crating. Naturally this expense can be 
varied, but as the cost of crate goes down 
the amount of damage in transit increases. 
Experienced manufacturers seem to agree 
that a satisfactory plywood crate which 
will reduce damage to a practical minimum 
will cost in the neighborhood of $4.00. 
While the amount of damage in. transit 
cannot be definitely determined, few deal- 
ers will admit that it is less than $1.00 per 
box and often considerably more in the 
case of higher quality merchandise, where 
enameled finishes must be taken into con- 
sideration. 

Cartage and handling charges show less 
variation. One dollar per box is certainly 
aconservative figure for handling at both 
nds of the journey, together with storage 
aid warehousing for periods under a 
month. 

It may be assumed therefore that the 
total charges for crating, damage and han- 
dling will be at least $6.00 per box, or 
roughly eight to ten per cent of the whole- 
wale cost on our typical seven-foot box, 
aid while this figure may vary consider- 
ably, it seems to be a fair general average, 
taking the country as a whole. 

A figure to cover the freight cost for an 
Werage haul is .slightly more complex and 
tan best be arrived at by means of averag- 
ig rates to specific zones from a typical 
pont. [or this purpose we have assumed 
that Grand Rapids, Michigan, is a typical 
point of origin, and while rates may vary 
considerably in other sections, the rates 
from this typical furniture manufacturing 
‘enter may be taken as average. 


The Total Transportation Cost 
Thus, if we draw a circle about Grand 
apids of about 500 miles radius, which 
Would include St. Louis, Louisville, Pitts- 
burgh, and Buffalo, we find that to these 
points the L. C. L. rates average roughly 


cents and the carload rates 49c. To 
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ship a 500 lb. refrigerator from Grand 
Rapids to these destinations would cost 
about $4.15 L. C. L. and $2.45 carload 
lots. Adding in our crating and handling 
charges of $6.00 per refrigerator, we have 
a total transportation cost better than 
$10.00 L. C. L. and more than $8.00 per 
refrigerator in carload lots. 

Extending this circle to 1,000 miles from 
Grand Rapids, we include Kansas City, 
Chattanooga, Baltimore, and Boston, with 
an approximate average rate per hundred 
pounds of $1.40 L. C. L. and $0.75 carload, 
which, adding in our handling and crating 
charge, give us total shipping costs of $11.00 
L. C. L. and $9.75 in carloads for our 500- 
Ib. box. 

Extending the circle again to a 1,500- 
mile radius, so that it includes Jacksonville, 
New Orleans, Dallas and Denver, we have 
average rates of $2.30 and $1.40, with 
total costs per box delivered of $17.50 
L. C. L. and $13.35 in car lots. 

Finally, if the circle is extended beyond 
1,500 miles and to the Pacific ports, where 
water competition holds the rates down to 
about the 1,500-mile level, we have rates 
of $4.55 L. C. L. and $1.50 C. L., which 
give us total charges, including crating 
and handling, on our 500-Ilb. box of $28.75 
L. C. L. and $13.50 carload. 


Relation of Shipping Cost to Value of 
Refrigerator 
Assuming that the wholesale value of 
our hypothetical 7-foot box is $75.00, the 
relative proportion of shipping cost to the 
value of the box to these various zones 
appears as follows: . 


Crating, handling 


and freight cost Relation to 


Zone per refrig- cost of $75 
erator box 
LcL cL LOL cL 
500 mi..$10.15 $8.45 13.50% 11.25% 
1,000 mi.. 11.00 9.75 14.75% 13.00% 
1,500 mi.. 17.50 13.35 23.25% 17.80% 
2,000 mi.. 28.75 13.50 37.50% 18.00% 


The above figures are compiled by the 
use of the published rates for refrigerators 
only. Had the rates effective for refrig- 
erators complete with units been used, the 
percentages would have been considerably 
higher, since in many instances the rate 
on refrigerator with unit is from 10 to 20 
per cent higher than the rates applying to 
refrigerators alone. Only on carload ship- 
ments to the Pacific Coast does the com- 
plete unit take the same rate as the bare 
box, and even to these points the L. C. L. 
rates are 70 cents per hundred higher when 
the unit is included. 

It is manifest therefore that the cost of 
shipment is an item of sufficient size to 
warrant careful consideration of the prob- 
lem of cutting it down. 


Length of Haul Important 

It will be noted that for different des- 
tinations the two elements entering into the 
shipping cost—the freight cost and the 
crating, cartage and handling costs—bear 
a widely different proportion to the total 
cost of shipment for different destinations. 
The crating, cartage and handling costs are 
practically the same for the short local 
shipment as for the long haul. 

On the short local haul in the 500-mile 
zone the $6.00 charge for these items is 
the greater part of the cost. For example, 
the $10.15 charge for shipment L. C. L. in 
the 500-mile zone could be reduced to $4.15 
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RoME CONDENSERS 


are formed in any shape of one 

piece of seamless copper tubing, 

tted with heavy gauge copper 

radiating fin. Rome condensers 
are five times as efficient 


| as plain tubes 

Rome-Turney Radiator 
Company 

ROME, N. Y. 


if crating, cartage and damage could be 
omitted. This would reduce the percentage 
of cost from 13.5% of the wholesale price 
of the seven-foot box to but little more 
than 5%, a saving of about 8%. 

While this saving would be a smaller 
percentage of the total shipping cost on 
the longer hauls it would remain exactly 
the same in relation to the total value of 
the refrigerator. The $6.00 spent in ship- 
ment is just about 8% of our average 
value of $75.00 for a seven-foot box. It is 
manifest therefore that there are decided 
possibilities for savings along this line. 


Knockdown Shipments Cut Cost 


A second possibility arises from the fact 
that since refrigerators are comparatively 
bulky in relation to their weight, a typical 
carload shipment only averages between 40 
and 50 seven-foot boxes. From our fac- 
tory we currently ship the knockdown 
shells for the seven-foot box 240 to the 
car, with the added advantage of a con- 
siderably reduced rate. For example, an 
average of the rates on set-up and crated 
refrigerators to 10 representative destina- 
tions shows $1.39 per hundred L. C. L. and 
$0.84 in carload lots, while the average 
rates on the knocked-down shells to the 
same ten points show $1.11 in L. C. L. lots 
and $0.64 in carload shipments. This means 
an average saving of $0.55 per hundred 
L. C. L. and $0.47 per hundred on the car- 
load shipments. In other words the set-up 
rates are 3914% higher than the knock- 
down rates on L. C. L. and 43%% higher 
on the carload basis. Here then is a second 
place where a substantial saving seems pos- 
sible. 

The significant fact is, however, that 
both of these savings are made possible by 
shipment knocked down, rather than set 
up and crated. Shipping knocked down 
gives us first a direct saving of close to 
8% by eliminating crating, and then en- 
ables the use of the most economical 
freight rate. 

This point is best illustrated perhaps by 
a specific example of a long haul shipment 


handling charge amount to 37% of the 
value of the refrigerator on L. C. L. ship- 
ments and 18% of the value on carload 
shipment. A  seven-foot box set up in 
Grand Rapids crated and shipped to Los 
Angeles carries a charge of $27.57 L.C. L. 
or $12.40 carload. Yet we can ship the 
knock-down shell of this same refrigerator 
from our factory in Grand Rapids to Los 
Angeles for $1.23. Practically all of the 
additional material, such as paint, liner and 
cork, is obtainable anywhere in the .coun- 
try. The local price would be about the 
same everywhere, so there is no advantage 
in buying this material at a local assembly 
plant, as compared with buying it at the 
factory, and there is the big advantage of 
saving in freight. 


EASTERN SERVICE CO. 
BANQUETS MEMBERS 
OF LOWELL BRANCH 


Employees of the Eastern Service Co., 
of Boston, connected with the Lowell, 
Mass., branch of that company, gathered 
for a dinner given by the Eastern Service 
Co., in Lowell, on December 13. The new 
Lowell branch only recently opened for the 
purpose of displaying and selling General 
Electric refrigerators, is under the man- 
agement of John J. Wholey. 

R. A. Sovik, of the Eastern Service Co., 
acted as chairman of the dinner. H. B. 
Halverson, treasurer and general manager 
of the Eastern Service Co., traced the 
origin and growth of the refrigerator divi- 
sion of the General Electric Co. P. E. 
Roesch, assistant sales manager, cited the 
sales opportunities present in the electric 
refrigeration field. W. J. Dailey, sales 
promotion manager of the refrigerator 
division at Cleveland, explained at length 
the advertising and sales promotion cam- 
paign designed to aid the salesmen and to 
create customer acceptance of the General 
Electric machine. He also told of the 


where the freight rate and crating and 


appropriations which have been set aside to 
be spent in advertising during the coming 
year. 

Executives and salesmen of the Lowell 
Electric Light Corp. were in attendance at 
the dinner and guests of the Eastern Sales 


‘Mineral 
r Wool » 


Low in 
Thermal Conductivity 
and Low in Cost 


The exceptionally low thermal 
conductivity of Mineral Wool (6.3 
B.T.U.) as determined by the U. S. 
Bureau of Standards, stamp it as 
the ideal insulating material for 


Cold Storage 
Construction 


It assures perfect insulation and 
maximum efficiency at a low cost. 

Mineral Wool is entirely mineral, 
indestructible, vermin-proof and 
easy to apply. 


Sample and descriptive folder . 
upon request. 


U.S.MINERAL WOOL CO. 


280 Madison Avenue, New York 
Western Connection: Insulating Products Com- 
pany, 1553 West Madison St., Chicago 


The Coake 


You’ve been hearing about it— 
how it turns with the shaft instead 


of pressing against it, 


how it’s guaranteed to prevent leaks 
around a rotating shaft, to eliminate 
packing, hot-boxes and stuffing-box 


troubles in general. 
It makes a ground-joint 


gland of pump or compressor, abso- 
lutely sealing in at any pressure, any 


liquid or gas, however vol 


COOKE Seal 


20 NORTH GREEN STREET, CHICAGO, ILLINOS 


Seal Ring in use 


3/16 inch ring of bearing surface, 
thus reducing friction by 90%. 
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Here’s How It Looks! 


Thousands are in use today in all 


equipment, 


parts of the world, on all types of 


in a hundred industries. 


Saves its cost in short order and will 


last indefinitely. 


against the 
booklet. 


atile. Only mation. 


Visit us at Booth 220, Chicago Power Show, February 15-19 


COOKE SEAL RING, 
20 North Green St., 
Please 
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send me your FREE booklet without obligation. | 
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City 


Send for our interesting, illustrated 
No obligation whatever. 
Mail the coupon now for full infor- 


n 


~ ui , > § ‘ 4 
: a aA 7 fer tices & fe : Roy. ; Ces y ag Cao ae = : fk iy : ; ‘ r fn “e Ske Mee NEA 
Fike ra ‘ lo al aa 7h - , Fr ‘ \ , ‘ee ‘ ee sy . Ba aie ae, : 
ee ase : . : ; iat aes ey ign tr i : it ai i . eh an vane : 5, acai ee sli cae ee ae es SF eee Spy 
OS aaa ce : *, F | ERS habe ee 1 ~~ ee per , ON i ann, ML pMaaiaia teed atk nt # \ We OO AS fae ime pei sy sane sons mee . CS 
Bes 3 Sipe : ete eer Winmanmege he oe ic ¥3 ee a Age Pe a eS ee gr ih LEER See ES saongshtlest e Reahy 13 IERIE 2 gnc il re ee Si cess fet Pg ate ices mea ort Be, af BeBe Fao Re Si : # “43 
Mage) aes EL <a ee en ee Nad ~ = — eee OSS) ~ Cajun. > {gm « 1, ae . ae ake i aaa i ee as it SN Wale “i ha oath Oe Sens Tenet gots cede eee eWay ae RS a aR AUS eg aes 4 0 ‘ = 
sii a: CoN Fone Seta aoe cee See Stee? Leng A ee R Me My rit gs eee adie Ee Sg ply! ine onae gee RA gic RS Sede — a 3 aT ‘ } Pt a it em <i ae bese : -Tngs ole ae eae 
, ey x cc Pes Pid Sere a eat ih % rey 3 ety yh at ee es rh es a bi Bs he : fe on - c5 ao ees, peste - Ma 7 4 RT 4 en eer td ie \ eG 
Bg ee gt het Sites ce. lear amar PV Be pee. eee. ee Se eae, 5 page | naa te ae sxc Picts eee. sai Sea odie Ml | 2 dota ar eas ' cana eee pele gg se 
mh) a oe j - ~ F ‘ ‘ ie — he V2 th <i - wrt. he eyo et in he # ya Fi eit ~? eo, hee ll Nhe aba ea. 5 SENS Sey Bineer \ eee Pf : ; Ph ar ite fe spacee ee ey. AP re a ee Lae 
< 2: J : 3 f Pas. t : x ic > eer oa, . eet eset res - Meee 2 Be ey } 4 iy es, ett (BF i Apacer Fea Nive Bt a. 4 
; ms ne PX: us 
’ ‘ ot a pee 
ae. 
als prc 
| ee = es 
Tee: 
aos 
re | PRE pS a 
pen ate 
a ee ; 
ee | an 
@ TE nllielidiemennpal aS 
gee 
| eg 
eee 
es 29 
a) 
: i 
_ 
ES, 
By Be 
| rae 
} a 
ee 
city 
Hie ay 
Og 
; 2. 
4 4a, 
‘ey 
= 
| a 
| Se eae 
| \ ere 
re : ae 
SE ws - oT me a Me 
ee 
Lao 
| I ES 
ta ee 
| | ae 
eee es 
| 
A Sn 
; * 
i - jae 
PO ¢ 
¢ bei 
P = ~ aly 
st ae 
§ - 7 . 
| iy = 
ees ne ss ar oe be fo nee 
sg Bost 3 sas nals le . — oe Maw 
‘ges : - ss ace ry ; 3 ore eens 
ag tg WIE, eer ROR ey MGR 5 EPP we i eae ~ aera 
s ae a agee Wiis oii 2h Si, ee eh se 
= eg st nent tee ial. smn «ihn Aas nes te age PARE Brey un, 
ee — 24.5 0. Se a eee ee 
Boe . a bas od : , oe ia eats 
ee Pio \ : “OL Sy tas ty ee. : oe 
copes for i ee ee ' ; L > om ay 
ae: aS eer Aim a eee 
: Ror : “sid ce: ie PEN . bites : > s 4 PLS hares 
Per - rid ’ Ok : hee: ~f* eee = 
Do. lip ‘ V <= i a 5 \: peta: ‘7 ta 
MCMUN 3... onto freon nll a eee ae 3 _—_ VAR ree om 
i ae a \ aA Te fi 
& hs Ps ey OF ake: 5 pao ‘ } an idea a ; ra ihe f 2 eae! 
ae i oii net a ee: 2 ‘ \ \ Bc se ae a ae 
bees iia Pog ? é \ \ ee \\ ames 4 ; i 
; SS a a : 4 me i 
ey ol ae si . : 
: — we | ae \' a ae ) 
; esos ae , eee 7 , eee } . er 
3 7 * : Se ; = Sie ie Ms Dive 
a. ti mare ee ON . os fi LC—W i 
: = eae : pitt SE panes Fa me 2 2 isi ; Me “hp i 
= Es “a as i. fap ree Be of oe Cl cack -. gale iaeaaa me 
an Be, othe a> ee Ten) i oF  - iia: ne ae, ‘ i 
= eke e 2 oe ee maf. — i © at a ; ps 
-_ e Wainy "7 sf “ y 4 y ~ > bt - a “se lL. Ti? i ia 
; me Ae. a eae | ee ae ay aS ~ rs ~ ae ; 
bs ee a We Pe eae ¢ a ee 8 ~ j ‘ee ei 
ae as Ps a a “ Bas fin -—-_ \ oY. gee 
ie pee is ee cn goa’ . . 4 \ f ae’ k 
s s ee 5 = eR ¥ a ¥ r. . \ Re x 
Gp So . ‘ \ * SE 
: et ae ie Bs 
” eo , 4 - Cag * bs ~ ¥ 
. al <6 fi. ’ j Mager <4 oe 4 
ae Smee | Se AGO LALA ESLER SELL ESRI ELEN - f rte 
ae be ; ~ bh <r 
re ‘ eg hs ap at oe bie} 
ee il ll Ea oi JS) 9 ny 2 ° 
a ‘get ade na nein: a. 5 aba agate 
er ; 5 
HG etateegte testi ee eernesacicaasenas en ee 
a. HAS & Speirs py . a 
’ prep be a 
ff ad dadasad ded gagerse nea wd asp es ee 4 on 
ON AVA” ei 
ihe: het i oa » bai CO Se 
nines arteries esa ve, s 3 a 
ALAS Nil ae? 
biddiesinas en’ = Oe 
: ss , ee 
Ce 9. ; 
cw ae: 
P — wv es ott: 
. a pa 
. ie oan id ae 
A ee re ms 
| ic 
“a4 &§ ede 
% a gta 
| 3 . CooKE cr Bre fs 
Et o. 
a & RING Send ak 
y Be louie. 
Be ee for sis 
4 : & his 
80, Air Goled equipment | oo 
ed & iatreaal 
f 7 BS | 
\ 8 
. “| i ae 
3 — 4 
‘ oy | 
&¢ eccccoseveecceecccocccccccoccocececccooccoscocccoccepesessosnocsusecorosecossosccoosscess 
& Ww . 
pccccccccccccccccccccccccs cocccccccscceccccc ce cccccccccccccccccces coccsoccscsccocccocs * @ > 5 
4 wi i 
> & ye ; 
: slediisinhdfibihcididaniamagmlaaiiade aN ccinctnenapcammenivignsaiinasionss | ; 
| n-ne es ss @ 
. = ; 
: Je 4 7 
; eof ores °e A ge SE ISTE: Day ae eae ens: RIE es Pee eS, z ke meg a a4 se gt “et ae WRB, FR eG Me For oi Pe Sele eign hg we ied ed ne ee a a 7 : ; oe be tes 
ce: ee Pas <3 sae wa Pe a Sarg NET SRR eras S77 a6 ip RAN, at a ate aac A Re ak a Let ad pea | Vee Tiere 
f Me ee Bt a ea as oe ete Serko Ee ie Ee bas Aer” See a MS wo A ee. Se, : — a = . (SOR See 
to x (a a ee gh ear ae aie me ar RE be Me” = eee 
A " ome” “ingen 7 a P- Be a EY eed MR cae tt # oe 


ER 5. 


20 


ELECTRIC REFRIGERATION NEWS, 


FEBRUARY‘*1, 1928. 


REPORTS SHOW OVER 
HALF OF MACHINES 
ARE SOLD FOR CASH 


Inquiries addressed to concerns which 
specialize in the handling of time-payment 
paper for electrical appliances indicate that 
no accurate records are available as to the 
exact percentage of electric refrigerators 
which are sold for cash as compared with 
those sold on the time payment basis, but 
finance companies report that more than 
half of such sales are probably for cash. | 

One large manufacturer of electric 
refrigerators states that approximately 90 
per cent of their sales during the past year 
have been for cash, but this figure is un- 
doubtedly considerably higher than the 
average. It is interesting to note, however. 
that a large proportion of the retail busi- 
ness does not involve long credits, since 
this is probably contrary to the general 
understanding of the requirements for mer- 
chandising high-priced appliances. _ 

There has been an impression, in the 
public utility field especially, that any 
household device, the retail price of which 
runs over $100 per unit, necessitates a com- 
paratively long period of partial payments. 
Some public utility companies offer to 
spread payments over as long a period as 
two years, although manufacturers usually 
advise limiting the spread to one year, or 
not more than 18 months. 


G. E. OFFICIALS AND 
SOUTHERN DEALERS GET 
TOGETHER AT MEETINGS 


A series of General Electric refrigera- 
tion sales meetings taking place in a num- 
ber of Florida cities and in Dallas, Texas, 
were held during the month of December. 
A group of officials from the Cleveland 
General Electric office were guests at the 
various conferences. 

The meetings throughout the state of 
Florida were sponsored by the Florida 
Electric Refrigerator Co., of St. Peters- 
burg, Fla. The initial meeting was held 
at the Hotel Carling, Jacksonville, Fila., 
on December 5. Orlando, at the Hotel 
Angebilt, was the place of the second 
meeting on December 7. The third of the 
series was held at Miami at the Columbus 
Hotel on December 9. The final session 
was held at the Huntington Hotel, Decem- 
ber 12, in St. Petersburg, where the head- 
quarters of the organization are located. 

The Electric Refrigeration Department 
of Cleveland was represented by P. B. 
Zimmerman, A. C. Mayer and W. H. Tim- 
merman; R. W. Driscoll, of the Atlanta 
office, also attended. The party traveled 
by motor to the various points, driving 
through a part of the Everglades in reach- 
ing St. Petersburg for the final meeting. 
It is estimated that over 300 people attend- 
ed the series of meetings. 


Texas and Oklahoma Men Meet at Dallas 

A similar meeting was held in Dallas, 
Texas, at the Baker Hotel on the evening 
of December 28, at which representatives 
of distributors from Texas and Oklahoma 
and a group from the Cleveland General 
Electric office were present. 

P. B. Zimmerman, of Cleveland, spoke 
on the future of the electric refrigeration 
industry. Others who spoke were H. A. 
Cheatham, district representative; L. T. 
Blaisdell, district manager of the General 
Electric Co., and G. B. Richardson, mer- 
chandise manager of the Texas Power & 
Light Co. 


REPRESENTATIVES OF 
LEAGUES MEET IN MID- 
WINTER CONFERENCE 


Local Leagues Want to Line Up 
With National Movement 


Under the auspices of the League Coun- 
' cil in co-operation with the Society for 
Electrical Development, 70 league presi- 
dents, secretary-managers and other offi- 
cials participated in the first mid-winter 
conference of local electrical league secre- 
tary-managers, held in Chicago January 16- 
17. Thirty-four leagues were represented. 
The sessions were held at the headquar- 
ters of the Electric Association (of Chi- 
cago) and the Electric Club of Chicago. 

The two-day session was utilized in round 
table discussions of league management, 
Red Seal promotion and development by 
the leagues of lighting, appliance, and 
industrial business. 

At the Chicago meeting, Mr. North 
announced that final results of a survey 
showed that $724,880 would be expended 
locally by the leagues for the promotion of 
wiring, lighting, appliance, and industrial 
business. Of this last named amount, 
$204,585 will be expended for promotion 
of wiring business by 44 leagues; $102,- 
570 for lighting business by 36 leagues, 
and $85,411 for appliance business by 31 
leagues. 

Approval was given to the principle of 
promulgating for general adoption uniform 
national Red Seal specifications. A tenta- 


A Clean-cut Installation 


ts.» 


This Model 420 Lipman machine supplies refrigeration for the Holy 
Family Convent, Manitowoc, Wisconsin 


ELEVATING THE KITCHEN 


Reform, positive, direct and aimed 
at wife! The Association of Ice 
Industries declares for handsome ice- 
men, men of charming manners, and 
they are to deliver ice in canvas 
sacks so as to not soil the kitchen 
floor. 

The spirit that prompts the 
reform is the electric ice box, which 
threatens to knock the ordinary ice 
business cold. The ice business 
understands psychology, somewhat. 
Many ladies will prefer to have a 
handsome, charming man call, with 
the ice dressed up in a neat kimono, 
to association with a mere machine 
that just sits and makes frigidity. 

The milkman—well, it doesn’t 
seem possible that anyone will get 
up a machine that will produce milk 
and cream in a little contraption 
behind the kitchen door. But, you 
never can tell. Some day, the milk- 
man may call, in a Tuxedo, beautiful 
in countenance, and Chesterfieldian 
in address, and kitchen life will 
become one daily round of lovcly 
social amenities—Memphis (Tenn. 
News-Scimitar. 


No Restrictions On 
Washing Machine Motors 
Committee Decides 


Representatives of appliance manufactur- 
ers, small motor manufacturers, and cen- 
tral station executives met with the Joint 
Committee on Fractional Horse Power 
Motors at the Palmer House, Chicago, 
Chicago, January 17, 1928, to discuss the 
advisability of applying a 20-ampere start- 
ing point of locked rotor value to washing 
machine applications. About 50 were pres- 


. . Vie. 
ent at the meeting. 

The committee decided that it was inaq. 
visable to place restrictions on Washing 
machine motors at this time. All parties 
at the meeting agreed to work toward the 
20 ampere standard. 

Provision was made at this time fo, 
another meeting within the next six months 
of interested groups, to reconsider the 
problem and possibly to take further 
action. . 

The Chicago meeting left conditions a; 
agreed upon at the Cleveland meeting helq 
December 1, 1927, and as reported in Jap. 
uary 4 issue of ELEctRIC REFRIGERATION 
NEws. 


S. M. Jones, Vice President of 
Century Electric Co., Dies 


S. M. Jones, vice-president of the Cen. 
tury Electric Co., St. Louis, died very 
suddenly on December 11, 1927. Mr. Jones 
was connected with the company almost 
from its begining, and his death jg 
severely felt by his associates. 

“We thank you for including our name 
in your Electric Refrigertaion Directory, 
and can advise you of numerous requests 
received for franchises since this directory 
was printed. It appears that your publica- 
tion is properly covering the domestic 
field.”—J. O. Schultz, manager ice machine 
sales, Triumph Ice Machine Co., Cincin- 
nati, Ohio. 


D. N. Benedict Made General 
Manager of Frick Co., Inc. 


The Frick Co., Inc., Waynesboro, Pa, 
manufacturers of electric refrigeration 
machinery, announce that effective January 
10, 1928, the duties of general manager 
and treasurer were assigned to D. N, 
Benedict by the board of directors. Mr. 
Benedict, prior to this time, was treasurer 
and assistant general manager. Ezra 
Frick, formerly president and _ general 
manager, continues to be president of the 
company. 


tive form of such a specification was dis- 
cussed at length. 

Recent progress in national movements 
for further widening the market through 
the unified efforts of the industry such as 
the Industry Sales Conference and the 
League Council were presented by Messrs. 
W. E. Spackling, S. L. Nicholson, Earle 
Whitehorne and J. E. North. The expres- 
sions of the conferees throughout the ses- 
sions revealed a universal desire on the 
part of all the leagues represented to align 
their local program with the national move- 
ment and thereby enjoy the benefits accru- 
ing from nation-wide facilities and massed 
efforts. 


ZIMMERMAN ADDRESSES 
SOUTHERN DISTRIBUTORS 


P. B. Zimmerman, general sales manager 
of the Electric Refrigeration Dept. of the 
General Electric Co., Cleveland, has recent- 
ly visited a number of the company’s dis- 
tributors in the South and Southwest. 
tributors in the south and southwest. 

On the evening of December 28, a ban- 
quet was held at the Baker hotel in Dal- 
las, Texas, at which representatives of A. 
C. Rogers of Dallas, Reid & Bywaters of 
Fort Worth, Refrigerator Sales Corp., and 
the Ahrens Supply Co. of Oklahoma 
City, were hosts. 

Mr. Zimmerman was the speaker of the 
evening. Other addresses were given by 
H. A. Cheatham, district representative, 
L. C. Blaisdell, district manager from the 
Cleveland office, and P. B. Richardson, 
merchandising manager of the Texas 
Power & Light Co. 

On December 6, a meeting similar to 
that held in Dallas was held in Jackson- 
ville, Fla., at which over fifteen Florida 
cities were represented and at which the 
Florida Electric Refrigerator Co, was host. 

George S. Patterson, president of the 
Florida Electric Refrigerator Co., acted as 
toastmaster and introduced W. M. Tim- 
merman, technician, and P. B. Zimmer- 
man, sales manager, both of Cleveland. 


Old Timer in the Business Looks 
Forward Anxiously to Each 
Edition 

“You have had so many boosts and 
expressions of good will on your magazine, 
just a little over a year old, that 
it is mot necessary for me to put 
in a boost. I want to say I have 
been in the electric refrigerator business 
since the start of the old Isko machine, 
and I must say that your magazine cer- 
tainly fills a long-felt-for want. I myself 
look forward anxiously to each edition and 
I want to congratulate you on the fine 
set-up of your magazine at the present 
time.”—H. M. Wilkinson, manager electric 
refrigerator department, Stanley & Pat- 
terson, New York, N. Y. 


New York Safety Code in Booklet 
Form 

The complete text of the New York City 
safety code, as revised and passed by the 
Board of Aldermen, and which was printed 
in full in the January 4 issue of ELectric 
REFRIGERATION NEws, has been made avail- 
able in booklet form by Fremont Wilson, 
consulting engineer, 50 Church St., New 
York City. a 
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Lighten Packing 
Room Labor 


Whether you manufacture 
and ship refrigerators or whether 
you are an agent or dealer and 
receive them, Atlas Refrigerator 
Cases will take a stack of expen- 
sive, time-taking work out of 
your packing room operations. 
Atlas Cases can be slapped about 
a refrigerator with remarkable 
speed compared with ordinary 
crating time and even more 
quickly disassembled with none 
of the usual clutter of the many 
piece crate and its necessary pad- 
ding. Refrigerators are carried 


through in marless, scratchless 
perfection in strong, lightweight 


Atlas Plywood Cases witha Jj 
freight saving that is very 
worthwhile. 


ATLAS PLYWOOD CORPORATION 


New Yo 


General Offices: Posts Square Building, Boston, Mass. 
rk Office: 90 West Broadway 


Chicago Office: 649 McCormick Building 
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General Electric Machines Displayed 
at New Ford Debut 


WEARS AHEAD OF THEIR TIME! 
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When the new Ford was unveiled in Knoxville, Tenn., recently, a national event 
which probably attracted more attention than any since “Lindy’”’ casually dropped 


in at Le Bourget Field, four immaculate 


new General Electric Refrigerators were 


displayed in the same room. The Knoxville Power and Light Company, responsible 
for the display, are well pleased with the publicity obtained through this tie in. 


RADIO ALSO NEEDS 
INDUSTRY STATISTICS 


It appears that the electric refrigeration 
industry is not the only one which is unable 
to secure accurate statistics from manufac- 
turers. The radio industry is also having 
a hard time trying to find out “where it 
is at,” according to the following editorial 
which appears in the January issue of 
Radio Retailing under the caption, “Let's 
End Suspicion :” 

“The opinion has been voiced by more 
than one man in the radio industry that 
the time has come for everybody to bring 
all the cards up on top of the table. The 
fact that the two manufacturers’ associa- 
tions have been unable to secure anywhere 
near a workable degree of co-operation 
from their members in the preparation of 
industry statistics indicates a lack of trust 
that must be appalling to anyone trying to 
do an honest job and an honest service 
for the industry. 

“It has been brought out clearly at: recent 
manufacturers’ meetings that suspicion and 
distrust are encountered by almost every- 
one who, with all frankness and honesty 
of purpose, approaches anybody else in the 
radio industry seeking a frank interchange 
of information. 

“Everyone agrees that interchange of 
information would be a fine thing and very 
helpful but few seem inclined to do it, 
and often deliberately give out misleading 
information. When such a situation arises 
between a manufacturer and his distribu- 
tors, the situation passes beyond the “seri- 
ous” stage and becomes fatal. 

“As one manufacturer pointedly puts it, 
‘For God's sake let’s stop being childish. 
We're all in this business to make money. 
Why not be honest with each other ?’” 


PREDICTS FOUR DISTINCT 
MARKETS FOR RADIO SETS 


Commenting upon the 1928 outlook for 
the radio business in the January issue of 
Radio Retailing, Major Herbert Frost, 
general sales manager of [L. G. Cunning- 
ham, Ine., and past president of the Radio 
Manufacturers’ Association, says that the 
final chapter has been written for the “all 
purpose’ radio receiving set and that in 
the tuture the successful manufacturer will 


build for special purpose market. There 
are now four distinct markets for radio 
receiving sets, he says, which may be class- 
ed as follows: 

(1) 110 volt, 60 cycle current supply. 

(2) 110 volt, direct current supply. 

(3) Odd frequencies current supply. 

(4) Unwired market. 

Market analysis will be the backbone of 
the radio business in 1928, according to 
Major Frost. 


NEW INSTALLATIONS HERE 
AND THERE REPORTED 
BY CORRESPONDENTS 


Installations by the Frigidaire Corp. of 
Hartford, Conn., include the Keep Smiling 
Restaurant and residences of J. F. Nolan, 
A. J. Frenette and B. J. McElaney. 

The Bishoff Electric Shop, 288 Asylum 
St., Hartford, Conn., will install Iceberg 
units in the apartment houses to be built 
by Lapuk Brothers, one of which is under 
construction. 

The Electric Co., 540 Fairfield Ave., 
Bridgeport, Conn., has recently installed 
Frigidaires for F. D. Unwin and Jerome 
Hiertz. 

The Frigidaire Corp. of New Haven, 
Conn., has recently completed the installa- 
tion of equipment in the meat market of 
Antonio Terrace at 185 Newhall St., and 
for Alfonso Affinito at 577 Oak St. 

A Frigidaire unit and Koch case has 
been installed in the market of W. L. 
Guy at Atwood, Kansas. 

General Refrigeration Co., Beloit, Wis., 
through their Tampa office at 1700 Grand 
Central Ave., St. Petersburg, Fla., has 
installed a complete refrigeration system 
in the Don Ce-Sar Hotel. 

Prospective Business 

H. Lansing Quick, architect of Yonkers, 
N. Y., has drawn plans for a 47-family 
modern apartment at Peekskill, N. Y., to 
be built by the Parkway Plaza Corp., of 
which Charles Weller, a Peekskill mer- 
chant, is president. The new apartment 
will be located on South Street on a site 
now occupied by the Hollywood apart- 
ment which will be moved. 

J. H. Fitzgerald, 24 Gerald Road, 
Brighton, Mass., was awarded contract for 
a four-story brick and stone apartment on 
Commonwealth <Ave., which will be 
equipped with electric refrigerators. 

L. H. Kaufman, 43 Tremont St., Bos- 


Mr. Dealer says: 

“One problem for the manufac- 
turers is to get more and _ better 
| dealers. 

“Another is to retain and make 
more efficient the dealers they now 
have. 

“Mr. Sales Manager spends his 
time in an endeavor to get more 
dealers to put their money into his 
business. 

“How necessary it is for him to 
| sell the idea upon a sound funda- 


1 Dealer Says-— 


mental basis. He has not had, in 
many cases, the actual experience of 
doing what he is trying to tell others 
to do. 

“He must draw on his experience 
in other lines sufficiently to guard 
against trouble in this line. 


“In many cases, fired with enthu- 
siasm for the industry and carried 
away by the idea that it is a good 
business, he lacks actual experience 
in the selling of this:particular prod- 
uct. He has a general idea that he 
must have more and more dealers. 
He may not be so particular about 
the quality or efficiency of these 
dealers. 

“Many times he leaves out of his 
consideration two important — ele- 
ments necessary in the building of | 
any industry—the element of time 


and the element of human nature.” | 


B cali a i 


ton, Mass., is having plans prepared by 
G. N. Jacobs of 9 Bosworth Place, for 
five story brick and steel apartment house 
to cost approximately $200,000 to be 
equipped with electric refrigeration. 


Houston Frigidaire Distributor 


“You have done a wonderful job 
for the industry in your January 4 
issue. Too much praise cannot be 
given.”—H. W. Alexander, general 
manager, The Lamson Company, 
Syracuse, N. Y. 


Balsam-Wool 


; INSULATION 
Efficient, Light Weight, Odorless, Flexible 
For samples and complete information address 
WOOD CONVERSION COMPANY 
360 N. Mich. Ave., Chicago. Mills at Cloquet, Minn. 


Expects Banner Year 


Predictions for 1928 building on the part 
of real estate men and contractors in Hous- 
ton, Texas, particularly for business 
houses, such as grocery stores and cafes, as 
well as for homes, lead officials of Cox & 
Blackburn, Inc., local distributors for 
Frigidaire, to expect a banner year. Dur- 
ing 1927 that company broke all its pre- 
vious records for installations, according 
to Mr. Blackburn. 


Biechler Says One Out of Four 
Sales in 1927 Was to People 
With Incomes Under $2,000 


E. G. Biechler, president of Frigidaire. 
Corp., recently made the following state- 
ment: “One out of every four Frigidaires 
sold on a monthly basis in 1927 went to 
people having incomes of $2,000 a year or 
less, clearly indicating that present prices 
have brought this modern means of refrig- 
eration within the purchasing ability of the 
average family. More than ever before 
do our figures indicate the appeal of elec- 
tric refrigeration for everyone interested 


y assures 
Electrical 
Refrigeration 


in their own and their family’s welfare.” b A E 99 Gasket 


Ice Cutting On Milkaukee Riv 
Abandoned 


For the first time since 1880 the ice 
cuttin gindustry on the upper Milwaukee 
(Wisconsin) River has been abandoned, 
due to the growth in popularity of electric 
refrigerators and artificial ice. Thousands 
of laborers employed each season on the 
river and lake have turned to other parts 
of the state, where ice cutting still is prac- 


Keeps the cold air in and the warm air out and maintains 
the proper zone of refrigeration with fewer operating hours. 
Wide awake dealers have found that it usually clinches the 
sale. Most manufacturers supply boxes equipped with Wirfs; 
write us for their names and a sample. 


E. J. WIRFS ORGANIZATION, Inc., 135 S. 17th St., St. Louis, Mo. 


Wirfs Gasket 


Efficiency 


An electrical unit can only be as efficient as the box in which 
it is installed. Poor door contacts on wood or metal boxes 
mean that any unit will have to operate a greater number of 
hours to maintain an efficient refrigeration temperature. This 
means added operating cost. 


a Wir S$ PATENTED 


ticed, employment agencies say. 


A Wonderful New Helper 


for those who would SELL 


Electrical Refrigeration Units! 


Des 


Alaska Cork-Insulated Refrigerator 
Model 915 for Refrigerating Unit 


Specifications 
Hinges— Insulation— Doors— _ - 
New design, heavy 2) Corkboard Porcelain lined and 
type brass, nickel throughout except 3” fitted with airtight 
plated and highly pol- i” bottom gaskets 
ished Fasteners— 
Shelves— P 
Woven, wire electri- Roller bearing type, 
heavy brass, nickel 


cally welded, heavily 
tinned and rustproof 


polished 
Exterior— Lining— 
Porcelain Seamless Porcelai 


plated and highly 


SEND COUPON NOW!— 


What distributors want is not a unit of better 
quality but a better box for their units! 


They want a refrigerator built to meet the more 
exacting requirements of electrical refrigera- 
tion, by successful pioneer makers who know 
their business—refrigerator that is dependable 
—that people already know and have confi- 
dence in and do not have to be sold on! 


Such a refrigerator would obviously mean not 
only more unit sales but more profit on refrig- 
erator sales. And here it is in the Alaska— 
now designed especially for standard refriger- 
ating units, insulated with best quality cork 
board and scientifically built to withstand low- 
est temperature tests. 


No refrigerator in America is better known 
than Alaska—now in the midst of its 50th 
Anniversary of Success. Alaska is famous 
throughout America for its sound construction 
and cork insulation. None other has a better 
reputation for ice saving, food saving, and 
value. And the same kind of quality is now 
offered in Alaska designed for ice-making units. 


Every refrigerator is equipped with hangers, 
bolts, and is drilled for easy installation—has 
many other desirable features, including a 
superb porcelain enamel-finish 
done in our own splendid new 
and up-to-date enameling plant. 
Yet, due to volume production 
prices are surprisingly moderate. 


The Alaska Refrigerator Company 


MUSKEGON, MICHIGAN 


Cork-Insulated Refrigerator 


Our new catalog, just off the press, illustrates and prices merchandise of 
amazing profit possibilities. Get this book. Clip and mail the coupon now. 


| MUSKEGON, MICHIGAN 

| Name 

| Address 

| We are ( ) Dealers ( 
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THE ALASKA REFRIGERATOR COMPANY 


Please send us your new catalog pricing and illustrating your new refrigerators for refrigerating units. 
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SELLS $17,000 WORTH OF 
KELVINATORS IN 30 DAYS 


A. A. Arter 


A. A. ARTER WINS 
NEBRASKA POWER'S 
DECEMBER CONTEST 


Activities of Other Distributors in 
the Omaha District. 


By Charles P. Rodman 

W. A. Davies, head of the Electric 
Refrigeration Dept. of the Nebraska 
Power Co., staged a contest among the 
city salesmen in December. A_ good 
bonus, in addition to the regular com- 
mission, was offered to the three sales- 
men making the best record, Six sales- 
men entered into this with a vim and 
the result was surprising; especially is 
this true when we remember this was in 
the middle of winter when sales are sup- 
posed to be hard to make. 

A. A. Arter was the champion, selling 
a total of $17,000 worth of Kelvinators 
during the 30-day period. As a result he 
received the regular commission, a 
bonus of $185, a cash present of $35 
and the Kelvinator Co. presented him 
with a fine traveling bag for himself and 
a beaded bag of some pretensions for 
Mrs. Arter. Mr. Arter has voluntarily 
set himself a goal of $50,000 in sales 
for 1928. 

Others making the honor rol were 
H. R. Baudo, J. E. Hickey, and A. S. 
Henry. 

Kelvinator Sales for 6 Weeks in Omaha 
Total $25,000 

The Kelvinator agency here has made 
sales in the city of Omaha since Jan- 
uary 1, or in six weeks, totaling slightly 
over $25,000. Two apartment houses, 
one for 42 and the other for 59 units, 
will be completed this week. Other con- 
tracts for 216 apartments have been 
signed. Mr. Davies has placed the 
quota for Omaha at 1,500 units for 1928. 
To this will be added all outstate busi- 
ness. Kelvinator has twenty agencies 
in Nebraska and Western lowa, with 
five complete service stations. 

Kelvinator is educating the employees 
of the Nebraska Power Co. to the point 
where every one will be a booster for 
the refrigerator. In the year 1927 fif- 
teen complete units, four Leonard boxes 
and three machines were sold to employ- 
ees. The employee turning in a_ pros- 
pect that later results in a sale, receives 
$5. The salesman putting the deal over 
receives his regular commission. One- 
third of the sales made last year were 
to prospects furnished by the employees. 

Public demonstrations given each day 
are another activity for unearthing many 
prospects at this time. Invitations are 
sent out to different ladies’ societies of 


the city. Should the club accept and 
show a 100 per cent attendance then 
Kelvinator donates 25 cents to the 


_1C. Peterson in charge. 


organization for every one present. 
Should the attendance be less than per- 
fect, the allowance is only 15 cents each. 
The Nebraska Power Co. gives the 
association $5 for every refrigerator sold 
to a member of the society within three 
months from the date of the visit. This 
has resulted in boosting sales as well 
as educating the women to the value of 
electric refrigeration. 


Storz and General Electric 

The Storz Company just completed 
the installation of sixteen General Elec- 
tric refrigerators in St. Joseph Hospital. 
Fourteen of these were 12 cubic feet and 
the other two were seven feet capacity. 
General Electric will hold a big school 
for all Iowa and Nebraska dealers in 
Omaha February 9. W. T. Timmerman, 
engineering department, and A. C. 
Mayer, of the merchandising depart- 
ment of the home office at Cleveland, 
Ohio, will be present. 

November 1 Storz had eight salesmen 
in Omaha and only three outstate. Since 
that time 47 have been added, now giv- 


Omaha territory. 

General Electric has leased quarters 
in Omaha for a storage plant with E. 
All refrigerators 
or the Nebraska and Iowa territory will 
1ow be carried here instead of at Kansa: 
City and Chicago. J. E. Flynn, district 
-epresentative, is now making his head- 
juarters in Omaha. 


Wayne Products in Omaha 

T. F. Swift has opened an agency for 
Wayne Company products in Omaha 
and will push electric refrigerator sales 
this season. He finds the favorite to 
be the seven cubic feet box. He will 
also handle nineteen nearby counties in 
Nebraska and lowa. In the country he 
will work all towns having a population 
of 1,500 and over where there is electric 
service. He expects to make a survey 
of the city in the next two weeks and 
will then put on a force of good sales- 
mén to boost the Wayne. He will also 
sell the Wayne water softener. 

Zerozone Going Over Good 

R. R. Farquhar, manager of sales for 
Zerozone, carried by Milton Rogers & 
Sons Co., reports sales going over good. 
He is fast establishing agencies in all 
sities of from 3,000 to 10,000 in the 
Nebraska and Iowa territory. The real 
campaign in the city of Omaha is sched- 
uled to begin February 13. Just as an 
experiment of the plan Mr. Farquhar 
»xpects to follow he has had 200 homes 
canvassed by high school boys, paying 
2%, cents for each call and card turned 
‘n. Prospects were discovered for refrig- 
erators, radios and vacuum cleaners. He 
nade five sales from these totaling $850. 


BUSINESS AND MORALS 


The ethical code that once governed 
American business—he fears that it gov- 
erns no longer—is thus set forth in the 
Forum magazine by Stuart Chase: 

To stand on one’s own feet—without the 
rid of spokesmen, official or otherwise. 

To hold one’s honor  unpurchasable, 
whether the bribe be fame, advancement 
or cold cash. As between dishonor and 
starvation, to starve. 

To make one’s word as good as one’s 
bond. 

To build friendships on the basis of love 
and affection, rather than on the basis of 
what one can get out of it. 

To shake hands, to greet, to wish God- 
speed, and to speak kindly, without an 
ulterior motive based on cash considera- 
tions. 

To criticize forcibly, directly, and pas- 
sionately, if need be, without let or hin- 
drance based on cash considerations or any 
considerations whatsoever. 

To make honest goods and honestly to 
describe them—with no higher duties to- 
ward sales resistance at all. 

To be modest, both in respect to one’s 
achievements and one’s goods, on the sound 
psychological premise that no reliability 
can attach to one’s judgment of one’s self. 


Florida General Electric Dealers 
Meet at St. 


HUNTINGTON 


Petersburg 


ng General Electric 58 salesmen in the }’ 


PRESERVES BLOOD SAMPLES 
FOR STUDY IN HOSPITAL 


— 


This Oriole cabinet in the Johns Hop- 

kins hospital, Baltimore, has two sets of 

doors so that blood samples put in by 

orderlies from the hall side can be taken 

out by eum on the laboratory 
side. 


Milton Gray and Harrison Snyder, of 
the Gray Electric Co., Springfield, Ohio, 
have recently returned from a trip which 
included Detroit, where they attended a 
sales conference of the Universal Cooler 
Corp., Chicago, where they visited the 
Furniture Market to inspect the latest 
developments in radio cabinets, and Colum- 
bus, where they attended the Atwater-Kent 
exhibition. 


A Frigidaire has been installed at the 
new ice cream parlor of Robert McInnis, 
Colgate, Okla. 


Frigidaire Salesman Climbs Flag Pole 


to Get Order of “Shipwreck Kelley,” 


Alan Richards, Buffalo electric refrig- 
erator salesman, “treed” his prospect at 
the top of a forty-foot flagpole on one of 
Buffalo’s tallest buildings, recently, and 
then climbed the pole to get his prospect’s 
signature on an order. He got the signa- 
ture after making the prospect realize the 
advantages of refrigeration, despite the 
fact that the purchaser had been sitting 
for seven days and nights atop the flagpole, 
exposed to biting winds off Lake Erie. 

Alvin “Shipwreck” “Cannonball” Kelly, 
claimant to the honor of “champion flag- 
pole sitter of the world,” came to Buffalo 
recently and sat for seven days and nights 
without food on the top of a forty-foot 
flagpole fixed to the roof of the Andrews 


building. 
Richards, a salesman for the Buffalo 
office of the Frigidaire Corporation, 


decided to try and sell Kelly a Frigidaire 
on the last day of the champion’s long 
“Sit.” 

“I figured that Kelly wouldn’t be going 
anywhere for some time and couldn’t help 
but listen to my story,” Richards said. So, 
at seven o'clock on Kelly’s last night aloft, 
Richards took his kit bag, an order blank 
and a hard pencil, and went to the roof of 
the building. 

As he stepped out on the roof, Richards’ 
face was struck by a chill blast blowing off 
the lake, despite the fact that it was sum- 
mer time. He looked upward along the 
pole and saw a dim bulk far at the top, 
swaying in the blast. Reflecting that Kelly 
had been sitting through seven such nights 
of chill winds, Richards decided that it 
would be difficult to make his shivering 
prospect grow enthusiastic about refrig- 
eration. But he decided to try. 

“Want to listen to some entertainment?” 
Richards bellowed so that his voice would 


carry to the man swaying above him. 


World’s Champion Flagpole Sitter 


“Go right ahead—I’ve been lonesome up 
here,” was the reply faintly coming down- 
ward through the blast. 

Then the fun started. Clutching his dem- 
onstration album to keep the chill wind 
from blowing the pages down to the street 
far below, Richards proceeded to give his 
verbal demonstration. 

Speaking at the top of his voice in order 
that his sales message might carry over 
the forty feet of space, Richards told the 
benefits of good refrigeration for the food 
used by a man undergoing such strenuous 
physical tests as those experienced by 
Kelly. The salesman told how Kelly would 
be fed only a very small quantity of milk 
when he came down off the pole and broke 
his ‘long fast, but it would be milk 100 per 
cent pure, kept so through refrigeration. 
Richards wound up his argument by his 
assertion that electric refrigeration is a 
valuable aid in the home, regardless of 
whether or not the owner climbs flagpoles 
for a living. 

Far below, thousands of persons had 
assembled in the streets to cheer Kelly on 
his descent. City authorities, theatrical 
executives, and others began crowding the 
roof of the building as Richards wound up 
his talk. 


Kelly called down: “If you'll get that 
order up this pole I’ll sign it—but I can’t 
come down yet.” 

Clutching the order in his teeth, Rich- 
ards shinnied up the pole, which swayed 
under the weight of the two men. Chat- 
tering with cold, but evidently realizing 
cold has its uses, Kelly signed the order, 
and Richards slid down the pole again. 

The Frigidaire goes into a new home 
Kelly is building in California. 


—How to Sell. 


Here is the latest and most efficient 
application of the fin-tube to refrigerator 
It cannot leak 
because the tube is continuous, without 


condenser coils * * *, 


There is 


a single joint. 


inch. The contact between fin and 
The construction is 


tube is positive. 
rigid. 


more fin per 


tion address 


“Refrigeration Division”’ 


This new development—patent applied 
for—is another expression of our ability 
to serve the refrigeration industry. The 
production of special refrigeration tube 
—cleaned, dried and sealed—is another 
service of great value to manufacturers 
and distributors. For complete informa- 


WOLVERINE TUBE COMPANY 


1431 CENTRAL AVENUE =: 


Sales Offices: 


DETROIT, MICHIGAN 


Atlanta, Ga., 411 Georgia Savings Bank Bidg.; Chicago, Ill., 129 S. Jefferson St.; 


Cleveland, Ohio, 602 


unkin-Conkey Bldg.; Dayton, Ohio, 


yton Savings 


Bank Bidg ; Denver, Colo., 1715 California St.; Los Angeles, Cal., 224 E 12thSt.; 


Members of Copper & Brass Research Association 


WOLVER 


SEAMLESS COPPER. 


Rochester, N. Y., 206 Central Trust Bldg. 


E TUBE 


€&.* BRASS: TUBING 


. 


Standard Sizes of Copper Tubing Carried in Stock 
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Keeping the Customers Satisfied 


Prompt Service 24 Hours A Day Makes Every User A Booster and 
Cuts Down Sales Resistance 


By Willis Parker. 


It is said that about 60 per cent of 
the new sales of electric refrigerators 
are the result of the recommendation of 
setisfied users. If this is true, then a 
dealer’s business is no stronger than its 
weakest link—the least satisfied cus- 
tomer. Immediate handling and adjust- 
ing of complaintg is of paramount 
importance to the dealer, if he is count- 
ing the possibilities of the future. 


How to handle the complaint is 
another story. Undoubtedly there are 
many good systems that enable the 
dealer to avoid the oft desired wish tc 
tell the complainant to visit a region 
where the activities of any electric 
refrigerator or the more prosaic iceman 
would be 100 per cent welcome. But 
an investigation of the methods used by 
the Denver branch of the Frigidaire 
Corporation indicates that this company 
has arranged a plan that should produce 
100 per cent satisfaction. 

The modern term for the complaint 
department is the “service department.” 
As a rule any activity of the service 
department is incited by the filing of a 
complaint. With this company the filing 
of a complaint is “grounds” for imme- 
diate action, and, like the old time fire 
horses who nervously and impatiently 
awaited the sound of the gong, the 
members of this service départment are 
ready to go the instant that the report 
of a complaint reaches them. 


Each Service Man Assigned to a 
Territory 

The city is divided into three terri- 
tories, according to R. K. Huber, floor 
manager. A service man is assigned to 
each territory. No service man leaves 
his own territory except in cases of 
emergency, for experience has proven 
that it is best to keep the same man or 
the territory because he becomes better 
acquainted with the eccentricities of the 
customers in his territory and is familiar 
with the machines installed therein. 

In cases of emergency, such as a 
report of leaking gas, the first available 
man is sent to handle the job. If the 
three service men happen to be out, one 
of the machinists is dispatched. 

One-half of all complaints received 
are concerning blown fuses. This is 
peculiar to the Denver region, no doubt, 
on account of the numerous thunder 
storms which cause a variance in the 
load. The customers could replace the 
fuses themselves, if they would, but 
many of them are afraid to, lest they 
experience a shock, which, under pres- 
ent day methods of installation, is 
‘extremely unlikely if the customer uses 
just a bit of common sense. However, 
many would rather pay someone else to 
replace the fuse. 

Other complaints are singularly 
varied, running anywhere from an objec- 
tion to a slap in the belt to adjustments 
of temperatures for winter and summer 
refrigeration. 

When a complaint comes in, the. tele- 


phone girl enters the name and address 
upon a card and turns it into the service 
department. Unless it is a leak, the 
service man waits until he gets another 
call from the same region before start- 
ing out. However, he doesn’t delay 
long. Every complaint is handled 
within a maximum of two hours. The 
boys start out at 9 o’clock in the morn- 
ing to handle complaints that came in 
prior to that time. They report in as 
soon as these are handled and wait until 


the next hour, if necessary, to accumu- |. 


late enough calls to make the trip worth 
while. 

At 5:30 o’clock in the afternoon the 
day crew is relieved and the night man 
ccmes on duty and handles complaints 
up to 11 P. M. On Sundays one man 
is kept on duty. The three service men 
take turns at Sunday work. 

Service Reports Are Analyzed 

When the complaint has been handled 
and satisfactorily adjusted, the service 
man makes out a detailed report of the 
case, giving the nature of the trouble 


and the cost of handling it. Every 
month these reports are gathered 
together and analyzed to determine 


which is the most prevalent complaint 
and the cost of operating the depart- 
ment. From these reports may be 
obtained ideas for improving the 
mechanism of the machines and simpler 
methods of servicing them, together 
with a better understanding of human 
nature as represented by users of elec- 
tric refrigeration. 

The company gives free service on al’ 
machines the first year. After that time 
a charge is made. It includes the cost 
of the job and 10 cents a mile for the 
service car. 

It is obvious that during the first year 
the company loses money on service 
calls, for in many instances, such as the 
replacing of fuses, the complaint is insig- 
nificant and should have never been 
reported; the customer should replace 
the fuse since the company left him a 
supply of three for such emergencies. 
Here is a case wherein the electric 
refrigerator dealer is entitled to feel 
justified in telling the customer about 
hotter climes. It is one of the weakest 
of the complaints, yet, by cheerfully 
handling it and keeping the customer 
well satisfied, the dealer forges a chain 
that is strong enough to hoist him and 
his business to higher pinnacles of 
success. 

User Supplies Most Prospects During 
First Year 

It is obvious, too, that sales made as 
a result of recommendations of satisfied 
customers are more prolific the first 
year after the customer has made the 
investment. Not because the customer 
will become dissatisfied with the 
machine after the first twelve months 
of service, but because the novelty of 
the appliance has somewhat worn off 
and he talks less about owning it. At 


first he lets the world know what he 


Survey of Milwaukee 


Dealers Shows Good 


Results Secured From Christmas Business Drive 


Specially Decorated Windows and Store Interiors Capitalized the 
Holiday Spirit of Gift Giving 


Although one might not think that elec- 
tric refrigerators would sell in- volume as 
Christmas gifts, a survey of the Milwau- 
kee field reveals the fact that the Milwau- 
kee dealers hit the Christmas business hard 
and secured some very good sales. 

These sales were backed up with good 
tisplay windows, which put the Christmas 
spirit over to the public. One favorite 
Way of attracting the attention of the pub- 
lic to clectric refrigerators was of placing 
large red ribbons around a white refrig- 
trator in the display windows and tying a 

W at the center so that the refrigerator 
looked like a huge box of candy. 


Inquiries Were Tripled In December 
_ The idea went over very well and people 
immediately saw the connection—much bet- 
ter than if a big sign with the word “Gift” 
Were displayed across the refrigerator. 

len one stops to consider that inquiries 
during December were almost three times 
4 may as during any other month of 
the Pas! year, one can realize how effective 
advertising and promotional work of this 
Character was. 

The Copeland branch, 415 Prospect Ave- 
ite and the General Electric branch, 331 
Third St., both used the candy box idea 
with good effect. According to the man- 
‘ers the results from the idea were grati- 
'ying and many prospects secured in addi- 
"ton to a number of sales. 

The Frigidaire branch, located at Fifth 
‘id Grand Avenue, took advantage of the 

Tistmas spirit to push their famous card 
Parties for the holiday season. Their place 
ot business was crowded throughout the 
“ttire month and a nice quota of sales 
made. By trimming the show room appro- 
Mately the firm had no trouble at all in 


attracting a large number of parties to 
hold their meetings in the store during the 
month. 

On the corner of Prospect ‘and North 
Avenue, the east side branch of the Frigid- 
aire Company, staged special displays. 
Christmas scenes were put on display and 
electric refrigerators worked in to har- 
monize with the whole effect. This firm 
showed some of the most distinctive Christ- 
mas windows in the city and was well 
repaid for its efforts. 


Department Store Shifts Display 

In the department stores the electric 
refrigerator sections had an opportunity to 
cash in on the interest which is generally 
displayed in department stores during holi- 
Cay seasons. The famous refrigerator 
department of the Boston Store, which is 
moved around from place to place to get 
maximum sales, received a lot of attention. 

The electric refrigerator department in 
the basement of the Schuster Store bene- 
fited by the many people coming in to the 
toy department, which is right next to it. 
According to E. Aiken, basement mer- 
chandise mandger, many prospects were 
secured as well as many sales. Good 
advertising during the buying weeks 
helped the department, he stated. 

R. Petley, of the local Wayne branch, 
reported that he made a good number of 
sales during the holidays by stressing the 
gift angle of the refrigerators. Many peo- 
ple listened to arguments in favor of elec- 
tric refrigeration during this time, who 
probably would not listen at any other time. 

All in all, the dealers were well satis- 
fied with the results of the Christmas 
period and look forward to a good year in 


1928. 


has bought—pride of possession. Surely 
it is wise to keep him well satisfied and 
happy with his possession. 

Of course there are other complaints 
as may be expected in any line of busi- 
ness. Perhaps an over-enthusiastic sales- 
man has misrepresented the terms ot 
sale or the customer misunderstood the 
salesman’s explanations. Such incidents 
must be adjusted satisfactorily all 
around. If the dealer loses a little in the 
transaction he has gained in a better 
understanding of the traits of his sales 
ferce and can reorganize it or weed out 
the over-zealous salesmen, or at least 
caution them. 


ELECTRIC REFRIGERATION 
A VIGOROUS INFANT 


It was estimated by Frank W. Smith, in 
an address to the American Society of 
Refrigerating Engineers, that the annual 
consumption of ice in this country is 
around a thousand pounds for every per- 
son in it. The cold-storage space works 
out to seven cubic feet per capita, about 
the space occupied by a comfortable coffin. 
Refrigerating machines for domestic use 
are increasingly popular, but the country 
has two motor cars for every ice-box. It 
seems impossible to imagine how people got 
along without ice in the days of our grand- 
fathers. About the earliest recorded export 
was that of natural ice to Martinique in 
the West Indies a century ago for use in 
an outbreak of yellow fever. Readers are 
astonished at the magnitude of some of 
these figures, and yet it is not difficult to 
demonstrate that the ice industry is only 
in its infancy. Of the ten million ice- 
boxes, ranging in cost from $10 up, much 
the greater number are not in use all the 
year round. Even with the present popu- 
lation there are potentially ten consumers 
of ice, in one use or another, for every 
consumer today. 

If the domestic use of ice is restricted, 


Copeland Keeps X-Ray Tank 


at Constant Temperature 


This scene in the X-ray laboratory of the Charity Hospital, New 


Orleans, shows a Copeland Model H Compressor which 


is con- 


nected to 100 feet of tubing submerged in the X-ray tank at the 


left. 


The installation was made by Edward N. Eberling Co., 


New Orleans. 


its wholesale use is general and has become 
compulsory. It would be impossible to feed 
a city or town of the most moderate size 
without ice. The milk supply is dependent 
upon it, from the well conducted dairy, with 
its scientifically regulated temperature, to 
the consumer’s table and the baby’s feed- 
ing bottle. At any one moment of the year 
the quantity of meat in cold storage is 
upwards of a million pounds. The rail- 
roads have enormously improved the trans- 
port of perishables, but such a distance as 
that from Florida to New York, to say 


nothing of California to New York, would 
have been unthinkable in the early railroad 
days, and not so early either. In the times 
of our fathers, perishables, to arrive in 
marketable condition, could make so short 
a journey that the business amounted to 
local traffic only. Here, then, is an indus- 
try showing enormous figures, but one 
which is still the merest infant. The col- 
lateral effects of its development must be 
stupendous, even measured by its already 
greatt accomplishment. — Barron’s New 
York, Jan. 9, 1928. 


One row of tubes 
for household units 


Flintlock Condensers 


Positive Heat Transfer for 
Electric Refrigeration 


Flintlock Condensers can be 

furnished in any size desired 

—from the smallest to the 

largest. Our booklet giving 

complete data gladly sent on 
request 


FLINTLOCK CORPORATION 


4461 West Jefferson Avenue « + 


DETROIT, MICHIGAN 


Size of 
Core 


14” x 191,” 


Three rows of 
Tubes for 
Commercial 
Units 


Two rows of tubes 
for household units 
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